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“lo other company 
could do for we 


what Froukbin hao’ 


Mr. Ed Kaluza, General Agent 
Franklin Life Insurance Company 
Chicago, Illinois 


Dear Ed: 

For exactly 540 days I have been a member of the Franklin Life 
family. During that time I have totaled 542 sales. If, years ago, I 
had been told that I would be averaging a sale a day, and doing less 
work to accomplish it, I would have said, “Impossible!” As you 
know I was with a large debit company for over four years and 
enjoyed moderate presperity. I thought I was much better off than 
most people. Now I realize that until I came to Franklin, I had 
neither real opportunity, prosperity, nor happiness. 

Looking back, I feel that God has blessed me and my family, far 
beyond my deserts. Married just out of high school, I was for 
three years a truck driver. Then I “promoted” myself to a debit, 
where I remained until the lucky day that I met you. I shall be 
forever grateful to you. 

The magic of our PPIP, JISP, Home Protector, GLA, and other 
exclusives is evident in the fact that I have been able to sell them 
at the rate of over one a day, yet never have used “pressure.” I 
have over 600 prospects, referred by happy and satisfied policy- 
owners. Cash earnings to date are well over $14,000 and by year 
end should easily reach $18,000—in my first full year! 

Our unique merchandise and selling methods give me more time 
with my family than I ever had before, Renewals are accumulating 
at interest with the company —since I don’t need them. I have 
$15,000 of free group insurance, and $5,000 of contributory group, 
hospitalization and medical coverage. It all adds up to more 
happiness and security than I ever dreamed of having. Yet my only 
investment is time. Surely, no other company could do for me 
what Franklin has done in the past year. 

Most sincerely, 
Andrew Vander Zwaag 


ANDREW VANDER ZWAAG 


November 19, 1956 
Lansing, Illinois 


An agent cannot long travel at a faster gait than the company he represents! 
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INVESTIGATE OUR 
PROPOSAL ... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


WE ARE 
BUILDING 
IN THESE 








STATES! 





















COMPETITIVE ADVANTAGES File 
L.I.C.A. Policies are replete with unusual Wh 
selling features. For instance—the L.I.C.A. Pru 
DIAMOND — an endowment that has a NEW 
$1,200 cash value per $1,000 face pee 
amount guaranteed at 65... returns all the U. 
premiums paid in addition to face amount jing the 
death benefit during period (20 years) in sued b} 
° ° ° Americ 
_ which premiums are paid. conte: 3 
issued | 
MERCHANDISING ADVANTAGES a 
A hard-hitting, sales producing program life ins 
from “mail to sale”. The modern, up-to- The 
the-minute aids we furnish are tested and = Ae 
proved for powerful selling force. Every- Life In 
thing furnished to you without charge. The 
ized in 
Becat 
ADVERTISING ADVANTAGES are not 
We help you develop sales potential he eo 
through local advertising, direct mail, be repr 
quality-lead programs. This is not a spo- tion rat 
radic, hit or miss effort but a consistent, 4 br 
. ° . e . 
result-getting plan paid for by L.I.C.A. eae a 
vs Benj 
CONTRACT ADVANTAGES i 
‘co! 
10 pay Life * 20 pay Life * 30 pay Life ‘Court ¢ 
* Life paid at 65 * modified Life * whole an expr 
Life * preferred Life * double protection pete: 
: 5 types of endowment * 2 types of re- awful ; 
tirement * 9 juvenile plans * mortgage linterstat 
policy * convertible term * accident and 
health * Hospitalization. | The r 
/case, sa 
SPECIAL HELP ADVANTAGES —— 
We have an outstanding Assistance plan It squar 
— affords you unlimited earning possibili- be (1) 3 
ties. We give you the backing and whole- be err 
' hearted support for positive success, business 
LS public ii 
CASH-IN-POCKET ADVANTAGES reg 
WRITE, WIRE OR PHONE COLLECT This is truly a “ground floor” opportunity. behind 
Paul Reichart, Vice President in Charge of Sales L.I.C.A.'s vigorous program of agency — ~ 
Teleoh ‘ building offers outstanding opportunities characte 
elephone: Olympia 4-2474 for both types of general agents — pro- and the 
ducing and organizing. Wonderful brok- “Failu 
erage and surplus agreements! You can ped dec 
make money with L.I.C.A. det ing i 
a 0 it before 
ers case 
WILMINGTON 99, DELAWARE Sn ee — sagem 
by state 
tends. 
Pryate 
: ——  Augus 
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IAA Intervenes in 
FTC Action Against 
American H.&L. 


Files Brief for Reversal 
Which Stresses Case of 
Prudential vs Benjamin 


NEW ORLEANS—Health Insurance 
‘Assn. of America has filed a brief in 
the U. S. court of appeals here ask- 
ling the court to reverse an order is- 
‘sued by Federal Trade Commission to 
American Hospital & Life of San An- 
tonio in connection with advertising 
issued several years ago. In the case 
before the court, FTC claims jurisdic- 
tion over the interstate advertising of 
life insurers. 

The HIAA brief emphasizes the 
same major issues as the brief filed 
by American Life Convention and 
Life Insurance Assn. of America. 

The ALC-LIA brief was summar- 
ized in last week’s issue. 

Because some members of HIAA 
fare not members of ALC or LIA or 
are not in the life insurance business, 
the HIAA members felt they should 
be represented by their own associa- 
tion rather than joining in the ALC- 
LIA brief. 

The HIAA brief lays considerably 
more stress on the case of Prudential 
vs Benjamin than the ALC-LIA brief 
does. This was a case in which, ac- 
icording to the brief, “the Supreme 
}Court construed the McCarran act as 
an expression of congressional consent 
to a state tax on insurance which, but 
\for such consent, would have been un- 
lawful as placing an undue burden on 
jinterstate commerce.” 


| ° ° « 


| The reasoning of the opinion in that 
|ease, says the brief, is almost a point 
by point refutation of the commission 
majority opinion in the case at bar. 
It squarely holds the McCarran act to 
be (1) a declaration “that, uniformity 
of regulation, and of state taxation, 
are not required in reference to the 
business of insurance by the national 
public interest”; and (2) the expres- 
sion of the congressional purpose “to 
throw the whole weight of its power 


‘behind the state systems (of regula- 


tion and taxation) notwithstanding 
these variations (in the scope and 
character of the regulations imposed 
and the taxes exacted).” 

“Failure to give proper weight to 
this decision has led the majority to 
seek to extend the commission’s juris- 
diction into an area never occupied by 
it before the Southeastern Underwrit- 
ers case and never intended by Con- 
gress to be occupied by federal author- 
ity, except to the extent ‘not regulated 
by state law’,” the HIAA brief con- 
tends. 





Pryatel Is Cleveland Judge 


_ August Pryatel, the outgoing Ohio 
insurance superintendent, has been ap- 
pointed a judge of the Cleveland mu- 
nicipal court to fill a vacancy. 


La. Welfare Dept. 
Loses $20,000 in 
Group Plan Switch 


Cancellation of Louisiana welfare 
department’s Union Central group life 
policy on 1,500 department employes 
before its anniversary date and re- 
placement with a contract written by 
Life of Louisiana, a 21-month-old 
company at New Orleans, will cost the 
state $20,000 in accrued dividends, ac- 
cording to a story in New Orleans 
Times-Picayune. 

The newspaper attributed the $20,- 
000 figure to James W. Smither Jr., 
general agent of Union Central at New 
Orleans and past president of Ameri- 
can Society of CLU. The dividends 
will not be paid the state because the 
welfare board cancelled the Union 
Central policy before the policy’s an- 
niversary date, he said. 


This development has been con- 
firmed by the department at Baton 
Rouge, according to the Times-Pica- 
yune, 

President T. B. Clifford of Life of 
Louisiana has maintained that Union 
Central would have to pay the welfare 
department its pro rata share. 

The newspaper said the welfare 
board contracted for the new policy in 
which it will pay more than half the 
premiums, despite a new state law 
specifying state contributions must 
not exceed 50% of the premium. But 
the department said it has support in 
this contract from the state attorney 
general’s office which said in an »pin- 
ion that the 50% clause did not apply 
in this particular case. 

In switching from Union Central to 
Life of Louisiana, the welfare depart- 
ment cancelled a group insurance pol- 


icy that has paid the state dividends’ 


totalling more than $90,000 for the 
three years it was in effect. It pro- 
vides $8 million of group life on em- 
ployes. 

Spokesmen for the welfare depart- 
ment say the switch was made be- 
cause the Louisiana company offered 
a saving to welfare department ¢m- 
ployes of three cents on each $1,000 
of insurance, and because it is gener- 
ally preferable from the state govern- 
ment’s point of view to give the busi- 
ness to a Louisiana company. 

Life of Louisiana was launched in 
March, 1955, and has capital stock to- 
talling $140,000, according to its presi- 
dent. 


It was awarded the insurance con- 
tract by unanimous action of the wel- 
fare board. 

Mr. Clifford acknowledged that the 
policy will be serviced by W. Bryant 
Parker, husband of welfare depart- 
ment director Mrs. Mary Evelyn 
Dickerson Parker. Mr. Clifford said 
Mr. Parker is to be paid $50 a month 
for his services. 

Mr. Parker confirmed this in Baton 
Rouge but said that under the Union 
Central policy he was broker and 
therefore will collect a smaller fee 
than the commissions paid to him in 
the past by Union Central. 

Under the terms of the new policy, 
the average total rate is 91 cents per 

(CONTINUED ON PAGE 16) 
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Johnson Expects Life 
Benefits, Capital to 
Climb to $12 Billion 


Benefit payments to U. S. families 
in 1957 probably will exceed $6,250,- 
000,000, up $400 
million, predicts 
President Holgar 
J. Johnson of In- 
stitute of Life 
Insurance. 

Life insurance 
companies also 
will make avail- 
able about $6 bil- 
lion in new capital 
for financing the 
economy, Mr. 
Johnson estimates. 





Holgar J. Johnson 
These two sources combined would 
represent a record $12 billion in social 
and economic aids, totaling $5.5 bil- 
lion more than was made available 


similarly during 1945, last year of 


World War II. 


Both probabilities stem from the 
likelihood that continued expansion of 
family financial security through life 
insurance will be seen in the year 
ahead, according to Mr. Johnson. It 
is probable that life insurance sales 
will set a new record in 1957 and that 
aggregate life insurance ownership 
will reach a new peak by ‘year-end, 
possibly in excess of $450 billion. 

If this in-force total is attained in 
1957, it will be nearly three times 
greater than at the end of World War 
II. Average ownership on a family 

(CONTINUED ON PAGE 16) 





Promote Andrews, 
7 Others at LIA 


Life Insurance Assn. of America has 
made these promotions: 

James Andrews Jr. becomes assist- 
ant general counsel in the law depart- 
ment under Henry R. Glenn, associate 
general counsel. Mr. Andrews tempor- 
arily will retain his former title, direc- 
tor of health insurance. 

Albert V. Whitehall, associate direc- 
tor of health insurance, will take over 
Mr. Andrews duties as director as 
soon as the shift can be made. 

Kenneth L. Kimble, assistant coun- 
sel, becomes assistant general counsel, 
continuing at Washington. 

George V. Hanley, assistant secre- 
tary, becomes secretary, remaining re- 
sponsible for miscellaneous duties in 
the law department. 

Ralph J. McNair, administrative as- 
sistant at Washington, becomes secre- 
tary and retains his broad responsibil- 
ities in that office. 

Janet P. Morris becomes assistant 
secretary, responsible for maintaining 
committee records and_ preparing 
monthly reports on board and commit- 
tee activities. 

Virginia E. Colgan, assistant director 
of personnel, becomes director of per- 
sonnel. 

Mary E. Touhey becomes personnel 
assistant under Miss Colgan’s super- 
vision. 
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‘O.E.S.’ Plan Stirs 
Keen Interest at 
NW Mutual Rally 


Quantity Discount Plan 
Gets the Spotlight at Big 
Eastern Regional Meeting 


By ROBERT B. MITCHELL 


NEW YORK—If the initials “Q.E.S.” 
don’t become so familiar to the life in- 
surance business as MIB or FTC, it 
won’t be the fault of Northwestern 
Mutual’s home office or field force. 

“Q.E.S.” stands for “Quantity Earn- 
ed Saving” and it got a big play at 
Northwestern’s eastern regional meet- 
ing here this week. 

Both President Edmund Fitzgerald 
and Grant L. Hill, vice-president and 
director of agencies, emphasized the 
strategic advantage of being able to 
offer a quantity discount on all poli- 
cies, rather than having to sell a “spe- 
cial” that might or might not be suit- 
able to the buyer’s particular situa- 
tion. . 

Not volume of business but “a sig- 
nificant increase in first-year prem- 
iums” will be Northwestern’s measure 
of the success of Q.E.S. in 1957, said 
Mr. Fitzgerald. 

“We hope for higher average size 
policies,” he said. “We believe a high- 
er average yearly premium is within 
reach. We are convinced that the goals 
in our centennial year are in the best 
interests of our policy owners, agents, 
and, yes, the economy as a whole... 
Every one of us talks about inflation 
but too few of us do anything about 
it. The business of life insurance has 
the most powerful selling force that 
could be used in our nation for a pos- 
itive and creative drive against this 
evil. Agents are in the unusual posit- 
ion of being able to persuade people 
to defer spending. 

“Every time one of you diverts mon- 
ey from current spending you are 
easing, to a degree, the serious short- 
age of long-term capital. Your action 
helps bring about a balance in the cy- 
cle of supply and demand. Your part 
in deferring today’s spending until 
tomorrow is a positive shove in the 
direction of a better and more stable 
economy. 

“Under present day boom conditions 
every time a man postpones a non- 
pressing expenditure, thus decreasing 
excess and inflationary demand, and 
buys permanent life insurance instead, 
our country benefits—because new ca- 
pital is created. Through this new cap- 
ital, facilities can be created to satisfy 
growing demands in an orderly man- 
ner and avoid inflation at the same 
time.” 

Mr. Hill said Northwestern’s 1956 
sales set the fifth consecutive all-time 
production record—up $99 million for 
an unofficial total of $695 million. 

A panel headed by Vice-president 
Robert E. Dineen discussed the Q.E.S. 
plan in considerable details. This pan- 
el and other features of the program 
will be reported in next week’s issue. 
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NW Mutual Life Hails Centennial Year 


Financial Giant of Midwest to Begin 
Year-Long Program on March 2 


MILWAUKEE—Northwestern Mu- 
tual Life, largest financial institution 
in the midwest, will begin a year- 
long centennial program March 2, the 
day the company was chartered in 
Wisconsin 100 years ago. 

“For us,” Edmund Fitzgerald, 
Northwestern president, said “the 
centennial year will mean an exc.ting 
voyage of rediscovery and rededica- 
tion to the ideals which have guided 
the company since its inception and 
which have made it possible for the 
American people to grant Northwest- 
ern a ranking position in the life busi- 
ness which is so basic to our economy. 

“In a country as young as ours, for 
a company to have seen a hundred 
years is in itself no little achievement 
and one worthy of some note. 

“However, the purpose of North- 
western’s centennial observance goes 
beyond noting an important milestone, 
deserving as it is. Our purpose is to 
draw from our past history the les- 
sons which can guide us in our second 
century in our objectives of safe- 
guarding the future of our policy hold- 
ers and strengthening the American 
economy.” 

Northwestern, assets of which have 
increased at the rate of $4,000 an hour 
since the day it was founded, ranks to- 
day in terms of assets as the sixth 
largest life company and the 14th 
largest business enterprise in the U. S. 
Northwestern today has over 1 mil- 
lion policyholders, over $8 billion of 


insurance in force and assets of $3,- 
500,000,000. 

William W. Cary, secretary of 
Northwestern’s board and chairman 
of its centennial council, outlined the 
full year’s Centennial program. The 
initial event on March 2 will be a sec- 
ond century dedication program at 
the company’s eight story home office 
in Milwaukee. Guests will include na- 
tional, state and local public officials 
and leaders of finance and industry. 
The featured speaker will be a major 
public figure to be announced later. 

Other major events will include an 
open house at the home office March 3 
and a musical revue in July which 
will depict the history of the company 
in music, singing, dancing and drama. 


The revue—‘Shadow of a Giant’— 
is being written and produced in co- 
operation with the Wisconsin Idea 
theater, a service of the University of 
Wisconsin extension division. Julius 
Landau of the university is author of 
the script. Robert E. Gard, director of 
the Idea theater and an associate pro- 
fessor of the University of Wisconsin, 
is the producer, and Robert E. Will, 
director of the University of Rhode 
Island theater, will direct the show. 

The music is being composed by 
Ralph Hermann, director of music for 
National Broadcasting Co., New York. 

The revue will be presented at the 
Milwaukee auditorium July 19 for 
home office employes, July 20 for pol- 
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icyholders and the public and July 22 
for Northwestern agents, who will be 
in convention here. It is under the 
general direction of M. C. Rue, assist- 
ant comptroller and member of the 
company’s centennial council. 

Among other facets of Northwest- 
ern’s year-long centennial celebration 
will be: 

An expanded home office tour pro- 
gram. Northwestern has about 2,000 
visitors annually. Upwards of 5,000 
visitors are expected during the cen- 
tennial year. Seventy-five new tour 
guides are being trained for this 
purpose. 

A special series of programs by 
Northwestern chorus groups for vari- 
ous local organizations. 

A series of exhibits and displays for 
local stores and for use by company 
agents in other cities. 

An official history of the company 
prepared by professional historians. 

An informal brochure tracing the 
development and growth of North- 
western, written by Laflin C. Jones, 
director of insurance services and 
planning. 

A special centennial emblem. 

A hospitality program for organiza- 
tions convening in Milwaukee during 
the year, including a luncheon June 28 
for the national officers and directors 
of the U. S. Junior Chamber of Com- 
merce, which will be in convention 
here at that time. 


The Newcomen society will honor 
Northwestern at a dinner at the Wis- 
consin club April 23. 

The “founding” father of the North- 
western was Gen. John C. Johnston of 
the New York state militia who came 
to Wisconsin in 1854 and settled on a 
large farm near Janesville. With him 
the general, then at least 70 years old, 
brought an idea—to form a mutual in- 
surance company in the “west”. The 
first mutual life insurance companies 
in the U. S. had been organized only 
a decade earlier in ‘the eastern sea- 
board centers of Boston and New 
York. 


Johnston’s missionary insurance ef- 
forts in Wisconsin were intense. He 
soon persuaded 36 leading citizens of 
the young state of Wisconsin to peti- 
tion the legislature for a_ charter, 
which was granted March 2, 1857. 

Early in 1859 the company—the Mu- 
tual Life Insurance Company of Wis- 
consin—was moved from its birth- 
place in Janesville to the state me- 
tropolis of Milwaukee, where it has 
lived ever since. The firm soon ex- 
panded outside of Wisconsin and in 
1865 the name was changed to the 
Northwestern Mutual Life in order, as 
a company announcement put it, “to 
take away any impression that the 
company is merely a state institution, 
to identify it more thoroughly with 
its field of operation. . .” 

Today Northwestern’s 91 general 
agents cover 46 states and the Dis- 
trict of Columbia. 

In sharp .contrast with today’s as- 
sets of $3,500,000,000 was the position 
in which the officers of the company 
found themselves in November of 1858 
when the first claim was filed. Two 
policyholders died following the de- 
railment of an excursion train which 
hit a cow on the maiden run of the 
Chicago & Northwestern railroad from 
Janesville to Fond du Lac. The claims 
totaled $3,500 and the company’s as- 
sets were’ $1,500. The young insurance 
firm met the issue head on. S. S. Dag- 


gett, president of the company then, 
borrowed $2,000 on a personal Note 
and the claim was met. 

Northwestern has attained its rang 
in the insurance industry on prin. 
ciples of economy and simplicity, Mr 
Fitzgerald said. It has concentrated on 
life insurance and has resisted indys 
try trends and fads in the nature of 
its contract offerings and sales ap- 
proaches. He pointed out that North. 
western has compiled a record of hay- 
ing returned as dividends an average 
of 25% of all gross premiums. Divi. 
dends have been issued annually since 
1865 with the exception of the year 
1870, he said. 

The company, as provided in the 
original charter issued 100 years ago, 
is administered by a 36-member board 
of trustees elected by policyholders. 
Unique in the industry, said Mr. Fitz. 
gerald, is Northwestern’s policyhold- 
ers examining committee. A new com- 
mittee is appointed each year to re. 
view operations of the company. 

e e % 

Major innovations’ credited to 
Northwestern in the insurance indus- 
try include the introduction of policy 
provisions in 1900—called options of 
settlement—which enabled policy pro- 
ceeds to be paid in installments in- 
stead of the traditional lump-sum set-| 
tlement. And, effective on the first! 
day of 1957, Northwestern became the 
first major U. S. insurance company 
to initiate quantity-earned savings, 
passing on to buyers of larger policies 
premium savings of an “across the 
board” basis. 

Northwestern is “extremely proud” 
of its agent leadership, said Mr. Fitz- 
gerald. As an example, he said, for 
the insurance industry as a_ whole 
there is one CLU for every 34 agents, 
while at Northwestern one of every 
6% agents is a CLU. 

Planning and_ arrangements for 
Northwestern’s centennial were car- 
ried out by the centennial council, ap- 
pointed by Mr. Fitzgerald in June, 
1954. Council members besides Mr. 
Cary include Andrew N. Alexander, 
manager of city loans; Laflin C. Jones, 
director of insurance services and 
planning; Ralph N. Harkness, assist- 
ant director of insurance services and 
planning; George C. Koester, director 
of methods and procedures; Merlyn C. 
Rue, assistant comptroller; Louise 
Newman, personnel director; Theo P. 
Otjen; assistant secretary; Robert 
Templin, superintendent of agencies; 
Julian F. Leet, assistant director of 
agencies; Donald B. Hickman, super- 
visor of the secretarial department; 
Herbert E. Dunning, supervisor of the 
public relations division; Marcella Al- 
bert, public relations division, and 
Walter E. Mortag, public relations di- 
vision. Ruth Stecker is secretary and 
general assistant of the centennial 
council. 


Elect Panchuk President 


of Life Assn. of Mich. 


LANSING—John Panchuk, secre- 
tary and general counsel of Federal 
Life & Casualty, Battle Creek, was 
chosen president of the Life Assn. of 
Michigan at its recent third annual 
meeting here. 

Other officers chosen by the group, 
made up of legal reserve insurers 
domiciled in this state, are: Vice-presl- 
dent, John J. Temple, president, Com- 
munity Mutual Life of Detroit; secre- 
tary, Ernest Shell, vice-president and 
secretary, Great Lakes Life, Detroit; 
treasurer, William Conley, director of 
State Farm Mutual Life; executive 
committee; member-at-large, Scott 
Lamb, président, Michigan’ Life, De- 
troit, and managing director, Leslie B. 
Butler, Lansing. 
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Guardian Life 
Introduces Complete 
New Line of Policies 


Guardian Life has introduced a 
complete new line of life policies for 
1957—the first major revision made 
by the company since the CSO policies 
were adopted in 1948. 

Highlights include: 

Gross premiums have been reduced 
on most plans; early cash values have 
been increased on most plans; settle- 
ment provisions and options have 
been broadened to include many fea- 
tures that are unique with Guardian 
as contractual guarantees; original age 
change provision has been added to 
life and endowment plans, permitting 
many changes to lower premium plan 
with release of cash value and with- 
out evidence of insurability; lower 
premiums will be charged for women 
than for men on all policies where the 
minimum amount issued is $10,000 or 
more; a new provision has been added 
to life income endowment plans, per- 
mitting the deferment of maturity up 
to age 70. 

In addition to these and _ other 
changes, Guardian is introducing sev- 
eral new policies and riders, including: 

$10,000 minimum life paid-up-at-90 
policy, to be issued both standard and 
substandard; a $10,000 minimum five 
year term policy, automatically con- 
vertible to the Life-at-90; a new life 
income endowment at age 70, making 
such plans available at four maturity 
ages—55, 60, 65 and 70; three new 
low-cost, level term riders, issued only 
in amounts of $10,000 or more, and 
only with new permanent insurance 
of at least $10,000 as the base policy; 
premium waiver and disability in- 
come benefits issued in conjunction 
with life insurance will now be avail- 
able on a substandard basis; the ex- 
tended term insurance benefit will 
now be provided in most substandard 
policies. 

Under the new program, the mini- 
mum policy issued by Guardian will 
be $2,000, except on juvenile cases, 
where the minimum will continue to 
be $1,000. 


Atlantic Appoints 
Pace Agency V-P 
to Succeed Phillips 


Warren M. Pace has been promoted 
to agency vice-president of Atlantic 
Life to succeed Charles W. Phillips, 





C. W. Phillips 
who is moving out after 15 years as 
head of agency operations. 

Mr. Phillips will remain as vice- 
president and board member, devoting 
his time to directing research projects. 

Mr. Pace joined the company in 1954 
and has been assistant vice-president. 
He entered the business with Guardi- 
an Life at Richmond in 1946, becom- 
ing agency assistant at the home of- 
fice three years later. He was pro- 
moted to assistant agency director the 
following year and to agency director 
in 1953. He is a CLU. 


W. M. Pace 


Mr. Phillips joined the company 38 
years ago as a clerk in the Virginia 
agency. He was named manager of 
agencies in 1941, superintendent of 
agencies in 1944 and vice-president 
and a board member two years later. 
He led the way in organizing the com- 
pany’s A&S department in 1952. He is 
past president of Richmond Assn. of 
Life Underwriters. 





Helen Olson, head of the writing di- 
vision of Pacific Mutual Life and ed- 
itor of the company’s Home Office 
News, recently celebrated her 40th 
anniversary with the company. 












































Commonwealth Life 
Is First Ky. Insurer 
to Reach $1 Billion Mark 


Commonwealth Life, which cele- 
brated its 50th anniversary last year, 
recently passed the $1 billion in force 
figure, thus becoming the first Ken- 
tucky company to achieve that record. 
Commonwealth enjoys a seven-way 
sales leadership in its home state. It 
leads in ordinary sales, weekly pre- 
mium sales, in total sales, in ordinary 
gain, in weekly premium gain, in total 





gain, and in ordinary and weekly pre- 
mium insurance in force. 

The company operates in Kentucky, 
Indiana, Ohio, West Virginia, Tennes- 
see, Alabama and Mississippi and em- 
ploys more than 1,000 full-time sales- 
men. ; 

In discussing the company’s 
achievement, President Morton Boyd 
said, “The dynamic record of Com- 
monwealth’s sales force is one of 
which we are proud. It includes the 
doubling of life insurance in force 
each six years. We look forward with 
confidence to the future.” 












































ALFRED KINCH 


The Manufacturers Life pays tribute this month to 
Alfred Kinch, Agency Vice-President, who has 
retired after 42 years of distinguished service 
with the Company. Since 1929 when Alf Kinch 
was appointed head of the United States agency 
organization, his wisdom and energy have 
played a major part in earning for our Company 
the wide and favourable recognition it enjoys 
today in the industry. 


In any gathering of agency men in this country 
you will find many who are proud to call Alf Kinch 


a friend. His firm, but friendly and understanding 
leadership has built loyalty within our organiza- 
tion and admiration without. His interest in people 
and his tirelessness in helping them to achieve a 
secure foothold on the ladder of success have 
earned him the gratitude of many whose paths 
have crossed his in the last 27 years. 


We know that Alf’s host of friends in the Life 
Insurance business, both in the; United States and 
Canada, join with us in wishing him many, many 
more years of good health and happiness. 
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Alfred Lunt and Lynn Fontanne 


} | JOHN HANCOCK 
| | CO-SPONSORS 
TELEVISION’S TOP 
SPECTACULARS 


Now John Hancock speaks to millions of Americans 
through television on NBC’s famous Producers’ Show- 
case. This is the same show that last year thrilled some 
of television’s largest audiences (numbering as many 
as 40,000,000) with color productions like Peter Pan, 
starring Mary Martin. 





In 1957, the greatest stars of the entertainment 
world join John Hancock in presenting these 90-minute 
shows. Televised from coast to coast and in Puerto 
Rico and Hawaii, Producers’ Showcase will be helping 
John Hancock agents everywhere. 





ALSO— 

John Hancock 
presents 
dramatie, 
direct-selling 
advertising 
in top 
national 
magazines— 
Life, Look, 
Reader’s 
Digest and 
U.S. News & 
World Report. 


MUTUALJZLIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Atwood, Carpenter 
Elected to Board 
of NW National 


Harry E. Atwood, executive vice- 
president of Northwestern National 
Life, and Leonard G. Carpenter have 





H. E. Atwood 


been elected to membership on North- 
western National’s board. Mr. Atwood 
succeeds Daniei F. Bull, president of 
Cream of Wheat Corp., who resigned 
in anticipation of his impending re- 
tirement from the board. Mr. Bull has 
been a director of Northwestern Na- 
tional since 1940 and his term of office 
was scheduled to expire at the com- 
pany’s annual meeting Jan. 28. 


L. G. Carpenter 


THE 


NATIONAL 
LIFE AND 
ACCIDENT 


INSURANCE 
COMPANY 
SHIELDS 
YOU 











Mr. Carpenter, president of McCloud 
River Lumber Co., was elected to fill 
a vacancy created by the resignation 
of Paul V. Eames, who has been a di- 
rector since 1945. Mr. Eames had asked 
to be relieved as a director earlier this 
year but was prevailed upon to serve 
for the balance of 1956. His term of of- 
fice had been scheduled to run until 
1958. Neither Mr. Bull nor Mr. Eames 
could have been candidates for reelec- 
tion to the Northwestern board at the 
end of their terms because of com- 
pany policy governing the retirement 
age of directors. 

Mr. Atwood has spent his entire 
business career with Northwestern 
National, which he joined in 1931. He 
is a trustee of Midway and Mounds 
Park hospitals of St. Paul, a member 
of the budget and planning committees 
and a division chairman of United 
Hospital Fund. Mr. Carpenter, in ad- 
dition to heading the lumber firm, is 
a trustee of Farmers & Mechanics 
Savings Bank, a director of National 
Lumber Manufacturers Assn., and 
vice-president of Minnesota Orches- 
tral Assn. He also is vice-president 
and treasurer of Carpenter-Welles Co., 
a family holding company which has 
long been one of Northwestern Na- 
tional’s largest stockholders. 


WHEW!... 


Sure keeps a fellow on his toes nowadays, 


doesn’t it? 


Family policies, weekly Ordinary, month- 
ly Industrial, variable annuities, split dollars, 


small group, jumbo group. 
And also just plain old-fashioned Life 


Insurance, of which we sell some. 


THE 


NATIONAL 


AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


OT 


FTC Examiner Says 
Bankers L.&C. Ad 
Charges Not Proved 


Loren H. Laughlin, Federal Trade 
Commission examiner, has issued an 
order which would dismiss for lack of 
evidence and public interest charges 
that Bankers Life & Casualty used 
false advertising in the sale of A&S. 
The order is subject to review by 
FTC. 

FTC counsel supported charges of 
misleading advertising with testimony 
of seven consumer witnesses who had 
read the company’s advertising. The 
examiner rules that the over all im- 
pression of these witnesses “does not 
sustain a finding that any of them or 
the public generally actually could or 
would be misled or deceived by the 
advertising. 

e e e 

The testimony of those witnesses 
not only failed to prove the charges, 
the examiner said, but also fails to 
establish that the complaint is in the 
public interest. He stated that in the 
last few years the company had issued 
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more than two million policies and 
there is no proof policyholders were 
misled. After discussing the testimony 
of the seven witnesses in great detail, 
he concludes that the _ testimony 
showed either that these witnesses 
themselves were not misled by the ad 
vertisements or that they were preju- 
diced against the company or the in- 
surance business as a whole. 


Instigate Interstate 
‘Warfare’ to Boost 
NALU Ranks to 75,000 


WASHINGTON—Another war be- 
tween the states is in prospect, this 
one instigated as a means of boosting 
National Assn. of Life Underwriters 
membership from the present 68,000 to 
the goal of 75,000 by the end of 1957. 

The plan is to pit states of approx- 
imately equal NALU membership 
against each other, according to Wil- 
liam S. Hendley, Mutual of New York, 
Columbia, S. C., NALU membership 
chairman. For example, it would be 
natural to have competition among 
states like New York, California, Tex- 
as, Pennsylvania, Ohio, Illinois and 
Florida. All these states have 3,000 or 
more members. Other groupings are 
these: 

e Michigan, Massachusetts, Georgia, 
and North Carolina. 

e Indiana, Maryland, New Jersey, 
Tennessee, Alabama, Washington, Vir- 
ginia. 

e Missouri, Connecticut, Iowa, South 
Carolina, Wisconsin, Minnesota. 

e Kansas, Louisiana, Oklahoma, Colo- 
rado, Oregon. 

e Nebraska, Kentucky, District of Co- 
lumbia, Arkansas, Mississippi, West 
Virginia. 

e Hawaii, Arizona, Utah, Rhode Is- 
land, Maine, Montana, Idaho. 

e New Hampshire, New Mexico, 
South Dakota, Vermont, North Dakota, 
Delaware. 
e Wyoming, 
Alaska. 

As a campaign slogan Mr. Hendley 
has adopted “75 N 57—strength 
through Numbers.” The “75 N 57” 
means 75,000 members in 1957. Dec- 
ember was designated as national re- 
newal month and January is national 
new membership month. 

The women agents’ committee, un- 
der the direction of Chairman 
Thelma Davenport, Northwestern Mu- 
tual, Washington, D. C., and its mem- 
bership chairman, Margaret Lewis, 
Jefferson Standard, Atlanta, will be 
working closely with the national 
membership committee. The women 
chalked up a 25% increase in member- 
ship last year. 


Puerto Rico, Nevada, 





John J. Powers, with Massachusetts 
Mutual Life at Jamaica, L. I., N. Y., 
has been apointed an instructor in the 
first LUTC A&S course scheduled to 
he given on Long Island beginning in 
February. 


MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 
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‘American General 
of Houston Absorbs 


Omaha Company 


HOUSTON—Complete absorption of 
the American Reserve Life of Omaha 
by the American General Life of Hous- 
ton, after two years of common owner- 
ship, was effected Dec. 31, according 
to Gus S. Wortham, president of the 
seven-company American General 
group, and B. N. Woodson, president 
of American General Life. 

As a result of the consolidation the 
American General’s statement at year- 
end showed insurance in force of $375 
million, assets of $51 million and capi- 
tal and surplus of $4,850,000. 

Harold R. Hutchinson, president of 
American Reserve, has been named 
vice-president and director of Ameri- 
can General Life and will direct the 
Omaha branch office. 

American Reserve, chartered in 

1924, was brought into the American 
General group on Nov. 1, 1954, and its 
agency force became a part of Ameri- 
can General Jan. 1, 1956. The company 
was headed by its founder, Raymond 
F. Low, until his death in November, 
1955. 
The American General group con- 
sists of three life companies—Ameri- 
can General Life, Union National Life 
of Lincoln, Neb., and Hawaiian Life of 
Honolulu; two fire and casualty in- 
surers, American General and Na- 
tional Standard, both of Houston; 
American General Realty Co. and 
American General Investment Corp., 
investment bankers. 


U.S. Short 1 Million 
Clerical Workers, Bagby 


of Pacific Mutual Says 


CLEVELAND—Business in the 
United States is short about 1 million 
clerical workers today, and the short- 
age must be made up through greater 
use of automatic equipment, Wesley S. 
Bagby, comptroller of the Pacific Mu- 
tual Life told the American Assn. of 
University Teachers of Insurance at 








' sion of “Automation in Insurance.” 
“Sixteen years ago there were 5 
million clerical workers, now there are 
more than 9 million, yet in spite of 
this increase everybody is hunting for 
more clerical help,’ Mr. Bagby said. 
“Today there are 16 clerical workers 
for every 100 production workers com- 
pared with ten 16 years ago. It appears 
to be impossible to provide all the 
clerical workers needed for our ex- 
panding economy without major 
changes in the nature of office work.” 
Mr. Bagby described Pacific Mutual’s 
new $2 million electronic data proces- 
sing installation at the home office in 
Los Angeles. He said the electronic 
brain will do the work of 150 people, 
all of whom will be transferred to oth- 
er less monotonous jobs in the com- 
pany. He said the “brain” is best at 
ens work which people don’t 
ike. 


Life Companies to Buy 


Braniff Airways Bonds 


_ Seven life companies will participate 
in the purchase of Braniff Airways 
43%4% equity mortgage sinking fund 
bonds. Issuance of up to $40 million 
worth of bonds has been approved by 
Braniff stockholders as part of Bran- 
iff’s program of financing aircraft ac- 
quisition and facilities improvement. 
Life companies participating include 
Northwestern Mutual Life, Mutual 
Life, Mutual Life of New York, Equit- 
able Society, Prudential, New England 
Life, Connecticut General Life, and 
Connecticut Mutual Life. 

















the Hotel Cleveland during a discus- | 














FEEL CRAMPED? 


WANT OUT? NEED ROOM TO GROW? 
HERE’S GROUND FLOOR OPPORTUNITY 


If you are interested in action... new production 
heights . . . greater income — you'll find the 
answer in Central Standard Life's ‘‘from now on 


expansion program. 


General Agency opportunities in very favorable 
territories . .. new agency contracts with life-time 
vested renewals . . . tested selling aids. It will 


“pay to... 


Write, phone or wire C. L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


Grundd (005--> INSURANCE COMPANY 


211 W. Wacker Drive ‘Chicago 6 
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Announcement 


FIRST MORTGAGE CORPORATION, 


Detroit, Michigan, on November 30, 1956, ac- 
quired all of the outstanding stock of Irvin 
Jacobs & Company and its two wholly owned 
subsidiaries, Advance Mortgage Corporation 


and Hammann Mortgage Company. 


On December 21, 1956, the latter three com- 
panies were dissolved and all of the assets 
transferred to First Mortgage Corporation. At 


the same time the name of First Mortgage Cor- 


poration was changed to Advance Mortgage 


Corporation. 


With well-equipped and well-staffed offices in 
five important cities, located in four contiguous 
states of the Midwest, Advance Mortgage Cor- 
poration is strategically situated in the heart of 


industrial America. 


Advance Mortgage Corporation represents a 
number of the leading institutional investors of 
the nation and is prepared to serve those inves- 
tors who may desire either new or additional 
representation in any of the areas where the 


expanded firm now maintains offices. 


ADVANCE MORTGAGE 
CORPORATION 


MAIN OFFICE 
234 State Street 
Detroit 26, Michigan 
WOodward 5-6770 


CHICAGO MILWAUKEE 
105 West Adams Street Brumder Bldg., 135 W. Wells St. 
Chicago 3, Illinois Milwaukee 3, Wisconsin 
ANdover 3-6830 BRoadway 6-8208 
DAYTON GRAND RAPIDS 
1049 Third National Bldg. 829 McKay Tower 
Dayton 2, Ohio Grand Rapids 2, Michigan 
HEmlock 1231 Glendale 9-4435 





Sees Federal Probe 
If States Don’t Remedy 
Regulation Defects 


“Unless obvious defects in state reg- 
ulation are remedied quickly, a full- 
scale federal investigation can be ex- 
pected,” Nester R. Roos, assistant pro- 
fessor of business, University of Ari- 
zona, warned in a paper read before 
the annual meeting of the American 
Assn. of University Teachers of Insur- 
ance in Cleveland. 

Among “defects” in state legisla- 
tion listed by Mr. Roos were under- 
paid commissioners, inadequate insur- 
ance department budgets, and diver- 
sion of premium taxes and _ license 
fees, “originally intended for the sup- 
port of insurance regulation,” to gen- 
eral uses. On the average, only 4.3% 
of such state taxes and fees go into 
departmental budgets, he reported. 
His figures were based on a survey in 
which 46 state departments partici- 
pated. 

“In addition to the defects in state 
regulation listed,” he stated, “is the 
attitude of many congressmen as re- 
ported to me by someone close to leg- 
islators: ‘They can’t see a_ business 
with hundreds of billions of assets ex- 
isting outside federal regulation.’ ” 

Taking up the FTC citations of A&S 
companies, Mr. Roos’ paper, “Recent 
Federal Activity in Insurance Regu- 
lation,” expressed the opinion that the 
crux of the matter is not whether the 
advertising cited was actually mis- 
leading, but the interpretation of Pub- 
lic Law 15, the McCarran Act, which 
declares that the federal government 
shall regulate insurance only where 
the states are not doing so or are do- 
ing an inadequate job. 

However, Mr. Roos took issue with 
the public statement of Commissioner 
Pansing of Nebraska that inasmuch 
as the wording of PL 15, which has 
been interpreted by FTC as giving 
that commission jurisdiction over 
A&S advertising, is the same as that 
on which rating bureaus depend, a 
court upholding of FTC’s interpreta- 
tion would make joint rating impos- 
sible. Mr. Roos expressed the opinion 
that inasmuch as the Supreme Court 
has held that states can effect com- 
binations that individuals cannot, a 
decision adverse to the rating bureau 
principle could be surmounted by es- 
tablishment of state rating bureaus 
which would be, in fact, “dummies” 
acting on the statistics of existing 
rating bureaus. 

Mr. Roos evoked laughter from his 
audience by pointing out that FTC 
member Gwynn was a member of the 
House when PL 15 was passed and 
had a heavy hand in the wording of 
the law, while his fellow commission 
member, Mr. Kearne, worked on the 
original FTC citations and wrote the 
Majority opinion interpreting the law 
Mr. Gwynn wrote. 

In private conversation after deliv- 
ering his paper, Mr. Roos reported 
that many figures in the business and 

state regulation of whom he had asked 
the question, “Do you believe federal 
regulation would be better than 
state?” had replied, “Federal regula- 
tion has its merits, but I’ll deny it if 
you quote me publicly.” 





Rinfred R. Childs was “Man of the 
Month” for November in the Silber- 
berger agency of Connecticut Mutual 
Life at Dallas. Mr. Childs’ total busi- 
ness was $245,000. 





Martin J. Robert, general agent for 
Jefferson National Life at Hammond, 
Ind., has been appointed program 
chairman of the Greater Hammond 
Life Underwriters Assn. 
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Insurance Teachers 
Give Awards; Change 
Name of Publication 


Elizur Wright awards, made annu- 
ally by the American Assn. of Univer- 
sity Teachers of Insurance, went this 
year to Casualty Insurance, by Dr. 
c. A. Culp, dean of the Wharton 
School, University of Pennsylvania, 
and Modern Life Insurance, by Dr. 
R. I. Mehr, professor of economics, 
University of Illinois, and Robert W. 
Osler, vice-president of Rough Notes 
Co. 

The awards, for “outstanding orig- 
inal contribution to insurance litera- 
ture,” were made at the annual meet- 
ing of the teachers’ group in Cleve- 
land, Dec. 27-29. The award to Mr. 
Culp was for the third edition of his 
book, deemed by the award committee 
to be a revision of sufficient extent to 
qualify as a new book; while the 
Mehr-Osler book was labeled “the 
most outstanding life insurance text 
available today.” 

Presentation of the awards was 
made at the luncheon meeting Dec. 27 
by Clayton Hale, Hale & Hale, Cleve- 
land, who contributes the prize money 
that goes with the citations. Named 
for the first commissioner of Massa- 
chusetts, often called the ‘father of 
modern life insurance” for his work in 
establishing the principles of the le- 
gal reserve, non-forfeiture values, and 
sound insurance regulation, the Elizur 
Wright award is the only award in 
the insurance industry listed in the 
“Blue Book of Awards” of Who’s Who. 

e ee ° ee 

In its business meeting following 
the luncheon, the association voted to 
change the name and publication fre- 
quency of its Journal of the American 
Association of University Teachers of 
Insurance. Heretofore an annual, the 
publication will now be named The 
Journal of Insurance and will appear 
quarterly. 

Quarterly publication was made 
possible by acceptance of the AAUTI 


of an offer from College Life of. 


America, Indianapolis, to make good 
any deficit incurred by the more fre- 
quent publication. It was estimated at 
the meeting that the deficit the first 
year of quarterly publication will run 
$6,000. In return for the subsidy, The 
Journal will carry the credit line, 
“Published with the financial cooper- 
ation of College Life of America.” 

The business meeting also increased 
dues to $7.50, of which $4 will be al- 
loted to The -Journal. Subscription 
rates for non-members will be $5, 
with a student subscription rate of $3. 
The Journal will be priced at $1.50 a 
single copy. 

Amalgamation of the American So- 
ciety of Insurance Research with 
AAUTI also was announced, a rec- 
ommendation, for such amalgamation 
having been made to the research 
group by Dr. R. I. Mehr, president, and 
its officers. Merger was contingent 
upon establishment of a research com- 
mittee by the AAUTI, which was 
voted at the session. 

Also passed after extended discus- 
sion was a motion to appoint a special 
committee to consider the need for 
and ways and means of expanding 
graduate fellowships to increase grad- 
uate study and research in the fields 
of insurance. In the report of the sub- 
committee recommending the motion, 
the statement was made that perhaps 
companies contributing to the Hueb- 
ner Foundation fund, which offers 


such fellowships at the Wharton 
school, might wish to increase their 
contributions to make such fellow- 
ships available in other schools. 

Dr. Dan McGill, professor of insur- 
ance at the University of Pennsyl- 
vania and secretary of the Huebner 
Foundation, declared from the floor 
that he questioned the propriety of the 
association seeking funds from the 
foundation but would welcome “an in- 
vestigation of our stewardship of the 
fund.” 

Dr. Mehr, who had written the sub- 
committee report recommending the 
motion, stated that there had been no 
thought in the minds of his committee 
that the association would seek to ob- 
tain funds from the foundation but 
only that a new fund or funds avail- 
able to graduate students in all schools 
might be made available. William 
Beadles, dean, Illinois Wesleyan, sec- 
retary of AAUTI, agreed with Dr. 
Mehr’s_ interpretation, labeling the 
Huebner Foundation reference as 
merely explanatory and not an indi- 
cation that the association would seek 
funds from it. 


As originally made, the motion 
called for only a “ways and means” 
investigation. H. C. Graebner, dean of 
the American College, proposed an 
amendment inserting the “need for” 
investigation. Dr. Mehr reported he 
had no objection to the amendment 
“inasmuch as any such investigation 
will find that a great need for ex- 
panded fellowships exists.” 

Passage of the amendment was ac- 
companied by a recorded statement of 
Hampton Irwin, professor of insurance, 
Wayne university, president of the as- 
sociation, stating that the committee 
established by the motion would have 
no authority to review activities of the 
Huebner Foundation. 

The executive committee of the as- 
sociation endorsed a plan of regional 
“chapters,” the organization of such 
chapters to be up to any region so de- 
siring but subject to the approval of 
the executive committee. 

AAUTI, with attendance of approx- 
imately 150, met in conjunction with 
the Joint Allied Social Service associa- 
tions. Total attendance at the joint 
meetings was estimated at 4,000. 


Offer Course on Life 
Insurance Tax Problems 


Tax workshop school, a non-profit 
educational institution at New York, 
will offer a new practical tax training 
program devoted solely to life insur- 
ance problems. Weekly 2-hour classes 
will begin Feb. 13 and continue for 
16 weeks. 

Instructors will be Solomon Huber, 
general agent of Mutual Benefit Life 
at New York, Robert J. Lawthers, di- 
rector of benefits and pension busi- 
ness of New England Life, Saul Les- 
ser, assistant counsel of United States 
Life, William E. Murray of Cadwala- 
der, Wickersham & Taft, New York 
law firm, and Henry C. Smith, tax 
partner of Webster, Sheffield and 
Chrystie, New York law tte:. 

Registrations will be accepted be- 
tween Jan. 14 and Feb. 13. 


Maurice Schwartz of Sutro & Co., 
investment firm, discussed “Invest- 
ment Planning” before Los Angeles 
Life Agency Supervisors Assn. at their 
December meeting. 
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As we enter our 70th year we express 


our appreciation to 


representatives who have had a part 
in the growth of the company. While 
we can look back with pride on a 
record of growth and expansion in 


helping to provide income protection 


for the public, we 


optimistic about the future. 
timism rests on a fine field organization 


which is the foundation for continued 


growth and service. 
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Some Pictures Are Worth .0001 Words 


We have committed our share of 
photo-mayhem and among the victims 
have been men of real prominence. 
This crime consists of flubbing the aim 
while taking a picture. The horizontal 
variety cuts off the subject’s head at 
the hairline, or, if he is bald, at a point 
anywhere above the eyebrows. Verti- 
cal photo-mayhem removes an ear, or 
the medulla oblongata, or both, and 
produces a half head. In either case, 
the man of prominence shows up in 
the picture without all his brains, 
which places him in the same class as 
the photographer. 

This brings us to the observation 
that more pictures are being taken in 
the insurance business than ever be- 
fore, and insurance papers are getting 
more pictures submitted for publi- 
cation. 

A good picture is worth 10,000 
words, and we are glad to get one. But 
a poor photograph is worth .0001 
words, if that. For ready acceptance 
by a newspaper or magazine, a picture 
has to meet more standards than a 
news story. It has to reflect technical 
competence as well as deal with a sit- 
uation of news value. Not every pic- 
ture is worth 10,000 words, only a good 
picture. 

Unfortunately, more pictures are 
bad than are good. However, there is 
this difference between a news story 
and a photograph: The editor can edit 
the news story and get it in shape to 
print; but he can’t edit a picture. It is 
either good or bad when it reaches his 
desk. 

Consequently, if those who spend 
money to have pictures taken, or them- 
selves go to the expense of time and 
effort to take pictures which they 
seek to have published, want to suc- 
ceed more often than they fail, there 
are several rules, positive and negative, 
that will help them attain their ob- 
jective. It does not solve the prob- 
lem simply to turn the job over to a 
commercial photographer. He _ will 
generally have the right focus and the 
proper lighting. But he needs guidance 
on subject matter and aid in arrang- 
ing for the picture at the proper time 
and under the proper circumstances. 

Nothing serves to illustrate quite so 
much what is important in this busi- 
ness—people. Here, perhaps more than 
in many other fields, the most accept- 
able photographic subject is people. 
Consequently, one of the first rules 
in getting a picture that will appeal 
to readers of an insurance magazine 
is to avoid a “sea of faces.” If there 
are very many more than a half a 
dozen persons in the photograph, by 
the time the faces are reduced in the 
picture-taking process and then are 
reduced again in the engraving process, 
these important personages are di- 


minished to pinhead caliber in a vast 
ocean of ink. Their own mothers would 
hardly recognize any one of them. 
Another rule is to get close to the 
subject matter. In addition to holding 
down the maximum number of per- 


sons to six or less, avoid like the 
plague the photographing of vast 
acres of white tablecloth. This is a 
favorite practice at banquets. White 
tablecloth is highly uninteresting to 
readers of aly magazine. Here again, 
it is the people who count, and it is 
their faces that are important, not 
hotel napery and glassware. 

Be eareful of busy backgrounds. 
Bright green spears of palms against 
a chartreuse sky make'an attractive 
wall covering but a dreadful back- 
ground for taking a picture of people. 
More often than not, this results in a 
triangle growing out of a man’s ear. 
The picture should be taken against a 
neutral background, preferably one 
that is light and reflective, rather than 
light absorbent. 

It is best, of course, to use a flash 
that is not fixed on the camera, so it 
can be raised away from the lens to 
avoid a flat flash face without shad- 
ows or depth. 

An error rather common to amateur 
photographers is to stand too far from 
the subject. The focus frame should 
be full of the subject. It is poor tech- 
nique to stand 10 feet from the sub- 
ject, when the photographer can get 
four feet closer and still have the sub- 
ject completely in the frame. This will 
develop more detail, give more real- 
ism, produce a finer photograph. 
Standing too far is an error frequently 
committed, even by commercial photo- 
graphers, when taking pictures of men 
speaking with a lectern in front of 
them. Getting close to the subject is 
particularly important when photo- 
graphing informal groups, where it is 
not always possible to arrange per- 
sons with the same precision one might 
use on a still life. 

Because engravings cost money, an 
editor has to use judgment in sched- 
uling pictures to run. Pictures are 
judged on their news value as well as 
on their technical competence. But 
magazines are using more photographs 
today, both of persons and of other 
subjects. If there are more poor pic- 
tures than there are good pictures, it 
is also true that more good pictures 
are being produced today than ever 
before, many of them by amateurs who 
understand the technical steps involv- 
ed in producing a good photograph. 


PERSONALS 











Asa T. Spaulding, .vice-president of 
North Carolina Mutual Life, recently 
returned from a 36-day tour of duty as 
an American delegate to the New Del- 
hi session of UNESCO, the UN organiz- 
ation. Mr. Spaulding was named a del- 
egate by President Eisenhower. 


Lara P. Good, manager for Pruden- 
tial at San Diego for 25 years, until his 
retirement in 1948, has been promoted 
to the rank of brigadier-general on the 
retired list of the California National 
Guard. 


JOHN A. FORAN, 51, 3rd vice-pres- 
ident of Metrolpolitan Life in its Ca- 
nadian head office at Ottawa, died un- 
expectedly. He joined the company in 
1924 as a bookkeeper in the ordinary 
division at Ottawa. He was general 
assistant there when, in 1942, he was 
appointed executive assistant to the 
vice-president in charge of the Cana- 
dian head office. In 1948, he became 
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personnel manager and, in 1951, was 
made an officer. In 1955, he was ap- 
pointed as head of the personal in- 
surance department and was made 3rd 
vice-president in October of that year. 


WILLIAM A. JASTROW, 68, former 
manager of the west Michigan district 
for Phoenix Mutual Life and an agent 
for 46 years, died in Grand Rapids of 
a heart ailment. He managed the Phoe- 
nix Mutual district since 1952, and 
during the past year, he received the 















































agency leader award. He was a long- 
time member of Grand Rapids Life Pe Emmet 
Underwriters Assn. 
Woodr 
CHARLES R. SYLVESTER, 69, gen- jteadily 
eral agent at Battle Creek, Mich., for jf hono! 
Mutual Benefit Life, died. He entered§e will 
insurance in 1927 and had been with faturday 
Mutual Benefit Life since 1930. his ann 
eviews 
Atlantic Casualty Changes ~~ 
Name, Organizes Life ; pattie 
oodma: 
Company Running Mate he $10 
Atlantic Casualty has changed its -pesaeed ; 
name to Motor Club of America Ins, fUVHES 
Co. and has organized a new running # advar 
mate, Motor Club of America Life} He bec 
which began business Jan. 1. oard in 
fey for | 
- hairman 
May Elected President hip W.O 
st frate 
of Hartford Managers away 
Edwin H. May, manager of Phoenix | When 
Mutual, has been elected president of feneral 2 
Hartford General Agents & Managers he home 
Assn. psition 
Also elected were Andrew M. Cron- ‘ 
, SARE esident 
in, district manager of John Hancock, i <<siha 
vice-president and John E. Fay, man- P& 204F 
ager of Guardian Life, secretary.) 45 8e! 
James C. Stamm, general agent of Pa- fon mar 
cific Mutual, was elected a director. he autho 
pme of 
fate sup 
he Unite 
As pre 
pcted th 
nce bui 
By H. W. Cornelius, Bacon, Whipple & Co. § Wood 
135 S. LaSalle St., Chicago, Jan. 2, 1957 
Previous Current hed the 
Week's Bid Bid Asked F™ for } 
Aetna Life oes 172 Figinatec 
Beneficial Standard .. 16 finds to - 
Cal.-Western States .... qT 
Colonial Life... gg pePense ¢ 
Columbian National .. 80 ployes 
Commonwealth Life ... 24 stem. 
Connecticut General 259 
Continental Assurance ....... 120 118 122 Mr. Br 
Franklin Life ........0......0 86 8712 90 . ) 
Great Southern Life 17 7 s2 fen recc 
Gulf Life ............... 30 31% 32% Anized 1 
Jefferson Standard 126 126 =: 130 B98, sele 
Kansas City Life... 113011301150 Biv arsit 
Life & Casualty oo... 21 22% 2342 . 
Life of Virginia... 103 102 105 © of the 
Life Insurance Investors .... 13% 13% 14% fhich is 
Lincoln National ................... 207 206 210 ral Co 
Missouri ................ scLsunesasbsdosaawess 31 2812 «Bi d 
National L. & A. sess 88% 88% 90 psed a | 
North American, I11. ............ 18 18% 20 tion of 
N.W. National Life .............. 102% 102% 104% {Qssn. of 
Ohio State Life oe... 260 270 «285 FAs a 1 
Old Line Life ou... 57 57 62 
Southland Life oss: 39 88 93 fAOrs oO} 
Southwestern Life uc... 96 96 100 [Poster a 
TEAVEIELS ccsserovsecoececnssnssseniecesesee 70% 68 69 rchasec 
Las TS 1 pC 22% 23 24 : 
US. Life .......... 281, 27%, 28% ffich spi 
West Coast Life... 45% 44% 46% 5fCUred — 
Wisconsin National .............. 57 59 63 fhrough | 
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NEWS OF FRATERNALS 








ice-pres- 
aica un-W.O.W. of Omaha Reviews Record of Retired 
died un-W Uv. OF Umana Keviews Kecord of Ketire 
ipany in fm vf 
ordinary F 
cent {hairman Bradshaw on Eve of 88th Birthday 
= ‘al De Emmett Bradshaw, who retired come on the bridge not only retired 
e Cana-@st fall as board chairman of Wood- the debt upon it, but also upon the 
became men of the World, South Omaha bridge across the same 
151, was Omaha, and since river. 
was ap- has served as hon- ° e ° 
ynal in- orary chairman, Mr. Bradshaw encouraged the erec- 
ade 3rd will soon round tion of a $250,000 building for 4-H 
at year out 62 years in members displaying animals at Ak- 
fraternalism, an Sar-Ben and was a member of the 
, former unequaled record Ak-Sar-Ben committee for arranging 
j that has won him Scholarships in chemistry and animal 
in agent considerable ac- husbandry. He was also King of Ak- 
apids of claim in fraternal Sar-Ben. He also held many signifi- 
ie Phoe- life circles. cant positions in the business and fi- 
52, and Born in a log nancial world. He was a director. of the 
ved the cabin in the foot- Omaha National Bank for many years, 
a long- hills of the Arkan- @ member of the board of Western 


sas Ozarks, Mr. 
Bradshaw became 
Woodman as a young man and rose 





is anniversary, W.O.W. once again 




















eviews briefly his illustrious career. 
o e * 
ees Mr. Bradshaw was a young lawyer 
Little Rock when he became a 
Be sinl in 1895 by borrowing $5 of 

e he $10 required for entrance fee. He 

sed its ecame vitally interested in Woodmen 

ca Ins. ctivities and soon his long succession 
unning f advancements began. 

a Life} He became a member of the W.O.W. 
oard in 1899. He was general attor- 
fey for 16 years, president for 11 and 
hairman for 13. Through his leader- 
hip W.O.W. became one of the strong- 
st fraternal benefit societies in the 
buntry. 

hoenix | When Mr. Bradshaw was named 

lent of fneral attorney in 1916, he moved to 

imagers fle home office at Omaha. He held that 

psition until 1932 when he became 

os resident. He was elected chairman of 
man. Pe board in 1943. 

retary, | AS general attorney, he tried and 

of Pa- fon many important cases involving 

or. he authority of the fraternal societies. 
ome of these cases went through 
ate supreme courts and a few to 
he United States Supreme Court. 
As president of the society, he di- 
pcted the remodeling of the Insur- 
Nce building, national headquarters 
& Co. f Woodmen in Omaha. He estab- 
cl hed the first machine and card sys- 
Asked fm for keeping the society’s records; 
172 figinated the return of annual re- 
a inds to members; and at an advance 
gg (xPense of more than $250,000 put all 
so Mployes on a contributory pension 
24 stem. 
259 o & e 

. = Mr. Bradshaw’s achievements have 

s2 fen recorded in other fields. He or- 


« 32%fhnized the Arkansas Bar Assn. in 
aan B98, selected the present site of the 
23% niversity of Omaha, was an organi- 
105 Yr of the Fraternal Society Law Assn. 
; 14%fhich is now a part of National Fra- 


= 4 pial Congress of America, and pro- 
go sed a plan resulting in the organi- 
. 20 ftion of the Fraternal Investment 
; 104% Issn. of NFC. 
7) {As a member of the board of gov- 
93 fnors of Ak-Sar-Ben, a Nebraska 
100 Poster and service organization, he 
- rchased the Ak-Sar-Ben bridge, 
28% hich spans the Missouri river, and 
46% RCured loans on _ the _ structure. 
63 ffrough Mr. Bradshaw’s guidance, in- 


Union Telegraph Co., a director of 
American District Telegraph Co. of 
New Jersey and a director of Ludman 
Corp. of Miami. 





Aid Assn., Lutherans, 


Names 4 General Agents 


Aid Assn. for Lutherans has named 
four new general agents. They are 
Robert A. Lowe, Baltimore; Henry 
Schielke, Bellerose, N.Y.; Howard E. 
Pleuss, Eau Claire, Wis., and Warren 
A. Stevens, Mankato, Minn. 

Mr. Lowe and Mr. Schielke have 
been with the Johnson agency at New 
York city, and Mr. Pleuss has been 
with the Truebenbach agency at Green 
Bay, Wis. Mr. Stevens served under 
the late Walter C. Trettien, New Ulm, 
Minn., whom he succeeded. 

Walter A. Boedeker, Clearwater, 
Fla., has been named to represent the 
A.A.L. in Florida where the associa- 
tion was newly licensed this year. Mr. 
Boedeker was previously with the 
Weinrich agency at Rochester, Minn. 


Modern Woodman Appoints 
4 to State Managerships 


Modern Woodmen has promoted four 
to state managerships, effective Jan. 1. 
T. J. Duffy, a former district manager, 
succeeds Lyle Brown as state manag- 
er of eastern Iowa. Mr. Brown, who 
who resigned because of ill health, 
was with the society for 25 years. 
Robert W. Lesher, who served in the 
western Missouri territory, now heads 
southern Iowa. Robert Hougham, 
formerly assistant manager in south- 
ern Illinois, is manager of northeastern 
Missouri. James E. Harris, assistant 
state manager of western Ohio for the 
past year, now directs eastern Penn- 
sylvania. 





Sportsman Gets Plaque 
From W.O.W., Omaha 


Dr. Herbert B. Kennedy, vice-presi- 
dent and medical director of Wood- 
men of the World, Omaha, recently 
presented a plaque to J. Roger Crowe, 
Stuttgart, Ark., business man and 
sportsman, in recognition of his out- 
standing work in the field of conser- 
vation. The presentation was made in 
connection with the 21st annual world 
championship duck calling contest and 
rice festival at Stuttgart. Dr. Kennedy 
is a former chairman of the Nebraska 
game commission. Recognition of 
achievement in conservation is but 
one of many civic services performed 
by W.O.W. and its local camps. 

In 1955 alone, the society presented 
2,392 U. S. flags to schools, commun- 
ity buildings, churches and other or- 
ganizations and erected 63 flagpoles 
for civic organizations. 


Hines, Marks to Address 
N. Y. CLUs and Agents 


New York City CLU chapter and 
New York City Life Underwriters 
Assn. will present jointly the latter 
organization’s monthly educational 
meeting on Jan. 10 at 2:30 p.m. at 
Hotel Sheraton-Astor. John M. Hines, 
2nd vice-president at Equitable Soci- 
ety, and David Marks Jr., general 
agent of New England Life at New 
York, will conduct a program on 
“How to Sell Pensions.” Attendance is 
restricted to members of the organi- 
zations. 


Charter Confederate General Life, 
American Insurors’ in Mississippi 
Charters have been issued to Con- 
federate General Life Insurance Co. of 
Jackson, Miss., and American Insurors’ 
Development Co. of Gulfport. 
Confederate General-has $1 million 
in assets. Officers are W. L. Brewer Sr., 
president; Luke M. Honeycutt, vice- 
president, and J. D. Honeycutt, secre- 
tary and treasurer. American Insurors’, 
which also will engage in the life in- 
surance business, will sell 2 million 
shares of common stock at $1 par val- 
ue. Incorporators are William E. Sud- 
dath Jr. and William F. Goodman ‘Jr. 
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GERARD BROWN’S TESTIMONY 





Hits Premium-Payment Test As Harmtul to 
Small Business, Unfair, Unconstitutional 


National Assn. of Life Underwriters’ 
strong opposition to even a partial 
restoration of the premium-payment 
test for estate-tax liability of life in- 
surance proceeds was cogently set 
forth by Gerard S. Brown of Chicago 
at the recent hearings before the Mills 
subcommittee of the House ways and 
means committee of Congress. Mr. 
Brown, an agent of Penn Mutual, was 
until recently chairman of the NALU 
federal law and legislation committee 
Mr. Brown gave the Mills subcom- 
mittee the NALU viewpoint on bank- 
loan life insurance, which was report- 
ed at some length in The National 
Underwriter for Nov. 23 and 30. In his 
presentation on the premium-payment 
test, Mr. Brown referred to an article 
by him on the test in the magazine 
“Taxes” for November. He submitted 
reprints of the article for the record. 
Following is an abridged version of 
the part of his statement dealing with 
the premium-payment test. 

1. PREMIUM PAYMENT TEST ILLOGICAL 
AND DISCRIMINATORY. 


The premium payment test con- 
tained in the 1939 code required that 
the entire proceeds payable under pol- 
icies on the life of an insured to bene- 
ficiaries other than his executor be in- 
cluded in the insured’s gross estate if, 
and to the extent that, he had directly 
or indirectly paid the premiums on 
such policies. The test, which was 
eliminated by section 2042 of the 1954 
code, applied, of course, even though 
the insured had divested himself of 
all incidents of ownership in a policy 
or, indeed, even though he had never 
had any such incidents of ownership 
to begin with. 

Thus applied, the premium payment 
test resulted in life insurance being 
the only form of asset that an individ- 
ual could not remove from his taxable 
estate by means of inter vivos gifts. 

Even the staunchest advocates of 
the premium payment test now con- 
cede that the old test went much too 
far. This is borne out by the fact that 
the Treasury’s current proposal would 
make the test applicable only to the 
difference between the total death 
proceeds received under a transferred 


policy and the policy reserve or cash 
surrender value at the time of the in- 
sured’s death, rather than to the en- 
tire death proceeds. As I have already 
indicated, we feel that the proposed 
new test is basically just. as objec- 
tionable as the old one. 

Quite aside from the fact that the 
new proposal runs into the constitu- 
tional objections raised by the recent 
case of Kohl vs U. S., to which I shall 
refer more fully in a few moments, it 
ignores the fact that a life insurance 
policy is, among other things, a con- 
tract of indemnity. This was recog- 
nized by the Supreme Court in U. S. 
vs Supplee-Biddle Hardware Co., 265 
U. S. 189, where the court said, “Life 
insurance in such a case is, like that 
of fire and marine insurance, a con- 
tract of indemnity .. . the benefit to 
be gained by death has no periodicity. 
It is a substitute of money value for 
something permanently lost, either in 
a house, a ship, a life.” 

Similar reasoning may be found in 
Newell et al. vs Commissioner, 66 F. 
(2d) 102, and Emeloid Co. Inc. vs com- 
missioner 189 F. (2d) 230. 

Thus, for example, where a wife 
holds all of the incidents of owner- 
ship in a policy on her husband’s life, 
nothing is transferred from him to her 
upon his death. Rather, his death is 
simply the event which matures the 
right that she already possesses to be 
indemnified against the economic loss 
which she has suffered. Therefore, it 
is most inequitable and illogical to say 
that what is clearly an asset of hers 
must be included in his estate. 

Furthermore, we wish to point out 
that restoration of the premium pay- 
ment test would,do more than simply 
discriminate against life insurance 
owners generally. It would also bring 
back into the law discriminatory tax 
treatment as between individual pol- 
icy owners. For example, where a wife 
bought a policy on her husband’s life 
with gifts of money furnished by him, 
a portion of the proceeds would be in- 
cludible in his gross estate. Where, 
however, a wife had independent 
means of buying the policy, none of 
the proceeds would be taxable in the 


husband’s estate. Obviously, therefore, 
the test would, as it did in the past, 
discriminate heavily in favor of 
wealthier families and against those 
whose need for protection is more 
pressing. 

2. PREMIUM PAYMENT TEST OF DOUBT- 
FUL CONSTITUTIONALITY. 

With respect to the high question- 
able constitutionality of any form of 
premium payment test, we can add 
little to what has already been said on 
this point by U. S. court of appeals for 
the seventh circuit in the case of Kohl 
vs U. S. 226 F. (2d) 381, decided on 
Oct. 13, 1955. We do want to empha- 
size forcefully, however, that in that 
case the court held, in substance, that 
the test was unconstitutional whether 
applied to policies transferred before 
the date of enactment of the statute 
imposing the test or to those trans- 
ferred thereafter. In short, it is com- 
pletely clear that the Kohl case stands 
squarely for the proposition that the 
premium payment test cannot in any 
event or in any form be other than 
unconstitutional. 

In our opinion, there is yet another 
ground on which the premium pay- 
ment test will be found wanting in 
constitutionality. Such a test, in ef- 
fect, lays down a conclusive presump- 
tion that a life insurance policy is 
testamentary in character. We call to 
your attention that the Supreme Court 
of the U. S. in Heiner vs Donnan, 285 
U. S. 312, held to be unconstitutional 
a statute which purported to provide 
such an irrebuttable presumption in 
the case of transfers made in con- 
templation of death. We believe that 
the same principles of law are qually 
applicable to the premium payment 
test. 

3. PREMIUM PAYMENT TEST PARTICU- 
LARLY UNFAIR AND HARMFUL TO SMALL 
BUSINESS. 

We have already made reference to 
the fact that the premium payment 
test is discriminatory and unfair as 
applied to owners of life insurance 
generally. We should like to stress 
that the test is particularly harmful 
to the economic health of small busi- 
ness and, consequently, to the over- 
all national economy. 

For many years, Democrats and Re- 
publicans alike, in both Congress and 
the executive department, have re- 
peatedly shown much concern over 

(CONTINUED ON PAGE 16) 
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Ask an 


makes 


new man or veteran . 
of a continuous training program which 


Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 
when you’re a Modern Woodmen Agent 


by capable personnel who have mastered 
every phase of life insurance selling 
. . «men who keep abreast of the latest 
developments in the industry. 


y Modern Woodmen Agent. . 
. . he'll tell you 


for a profitable career. 








He'll tell you about Modern Woodmen's 
basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 

He'll tell you that this training . . . on 
the job and in the office .. . is directed 


Increased earnings and the opportunity 
to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future . . . one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 
Life Insurance Since 1883 
Home Office 








Rock Island, Ill. 
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rganizations Begin cur: t- 
a perinter 
Cooperative Study of", 
ticut } 
rt e, recel 
College Recruiting fc: = 
minar < 
A continuing study of present pra ques of 
tices and future needs in college i.ion ane 
cruiting by life companies has bedyiting 
begun. dsoul 
This was revealed by the first rep@onolulu 
of a new joint committee on careersifers & 
college graduates. This committee gents 
made up of representatives of Genew, own he 
Agents & Managers Conference, Ins hilip Bre 
tute of Life Insurance, LIAMA, Lj ttee; G 
Office Management Assn. and Socie§ ite, Davi 
of Actuaries. futual, it 
Each of these organizations will cogent of | 
tinue its own activities in this area, #4 be see 


in the past, but will benefit by the joi 
effort of this committee in which 
are cooperating. 

The joint committee and its membe 
have surveyed the problem both 
company offices and among the cq 
leges over the past year. A survey 
practices has been made and is no 
being tallied. Steps are now under w; 
to produce a leaflet on life insuran 
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careers for use by placement directoghe aggret 
and students. At a later date, a manugo $47,545 
for companies, dealing with effectighe recor 
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campus recruiting, will probably 
prepared. A periodic news bulletin 
life insurance information may be se 
directly to placement officers. Furt 
career material may be prepared. 
pilot conference between placement ¢ 
ficers and insurance company rep 
sentatives is under consideration, f 
the late spring or early summer 
1957. 

The committee report emphasiz 
that there is a need for reappraisi 
the entire recruiting picture, both i 
dustry-wide and by individual comp 
nies; and that as more students go 
college there will be fewer availab 
for employment at the high sche 
level and more college employme 
will be necessary. 

“There was a distinct feeling amo 
the representatives of the associatio 
which met with the placement office 
that there are two definite jobs to 
done,” the committee said. “Colle 
placement officers do not have an ad 
quate or accurate picture of the e 
ployment opportunities in the lj 
insurance business, or of the busing 
itself. Furthermore, the approach th 
some companies have used in the ps 
may need to be modified in the future 

Particular point is made of the fé 
that placement officers are finding 
difficult, from the standpoint of she 
numbers of representatives from 
business and industry, to meet wi 
more than one representative fro 
each life company. It was suggest 
that if a company wished to have 
best possible relations with a colle 
placement officer it should plan } 
program to include just one recrui 
or recruiting team. 
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@ Horace R. Smith 
ourth from left), 
perintendent of 
encies of Con- 
ticut Mutual 
e, recently con- 
ected an all-day 
minar on tech- 
ques of super- 
sion and on re- 
yiting methods 
: dsources for 
irst rep@ionolulu Mana - 
‘areers fiers & General 
mitteef ents Assn. 
















f Genem,own here, from left, are Frank Belding, Travelers, secretary-treasurer; 











ice, Ins$pilip Brooks, California-Western States Life, chairman of the seminar com- 
MA, ttee; Glen McTaggart, Prudential; Mr. Smith; Paul Rilett, Confederation 
d Socig ife; David Walker, John Hancock, vice-president; Gordon Tanioka, American 

F sutual, immediate past president, and Lionel Miyamoto, Security Life & Ac- 
will e¢ dent of Denver, association president. The famous landmark, Diamond Head, 


S area, dan be seen in the background. 
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which 
Ordinary Sets Nov. 


Record: 11-Month 
urvey Aggregate Up 12% 


nder wa November sales of life insurance, 
Nsuran@mounting to $4,742,000,000, brought 
directa@fne aggregate for the first 11 months 
a manufo $47,545,000,000, or 12% more than 
effectighe record total of a year ago. The 
sably November figure, reported by LIAMA, 
lletin fas 4% ahead. 

y be seg Sales of ordinary in November were 
Furth§3,401,000,000, up 24%. This was the 
ared, Jargest November total on record for 
ment oprdinary. The number of ordinary pol- 
y repricies purchased was 750,000, bringing 
tion, fghe first 11 months’ total to 7,402,000. 
nmer § Industrial sales in November 
pmounted to $512,000,000, down 2%. 
phasig) New group life amounted to $829,- 
praisig00,000 in November, 36% down. These 
both igigures represent new groups set up 
comppnly and not additions under group 
ts go @nsurance contracts already in force. 
vailaty In the first 11 months ordinary ac- 
. schqrounted for $31,991,000,000, up 16%. 
loymegndustrial was $5,764,000,000, down 2%. 
New group life insurance amounted to 
 amog9.790,000,000, up 8%. Last year’s fig- 
ciatiogure includes the additions of $1,925,- 
officqv00,000 made in April to the federal 
9s to Mmployes group. Without this, the 11- 
‘Collegmonth total of new group life this year 
an adawas 37% greater than a year ago. 
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susinglidea Awards Given at 

i” ‘Republic National Party 

: } At the annual Christmas party for 


m4 employes of Republic National Life, 
~ “dsuggestion awards were presented to 
dingithree employes for ideas submitted 
f sh@lduring the year for the improvement 
om 4of company operations. Top suggestion 
>t wiaward of $100 was presented to James 
> frajC. Long Jr., actuarial division. Miss 
ggestqDoris Collier, group division, and Mrs. 
ive tyDorothy Ragland, receptionist, were 
colleg Second and third. 

lan 4 President Theodore P. Beasley re- 
an Fviewed such 1956 highlights as the 
crull€achievement of $1 billion of life in 
force, newly remodeled and expanded 
building facilities, the company’s Bil- 
lionaire convention at Coronado, Cal., 
and the planning for $2 billion of life 

































$ fin force by Dec. 1965. 
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HIAA Offers Standard 

List of Impairments 

_ Health Insurance Assn. of America 
4 is sending member companies a stand- 

ard nomenclature list of physical im- 
IN Bpairments so they can record the na- 
vail ture of impairments which they may 
nt be willing to insure on an extra pre- 
at mium basis. The list is available to 






non-members. 
The 48-page list, made as compre- 
hensive as possible, does not suggest 





that impairments should or should not 
be insured, a decision which rests 
with the individual company. How- 
ever, it is expected that the nomen- 
clature will facilitate the collection of 
exposure and experience data on spe- 
cific impairments which companies 
can use for developing broader cov- 
erages and programs. HIAA hopes the 
companies now using other lists will 
have little difficulty in adapting their 
lists to the proposed coding systems, 
while companies without lists will find 
this one satisfactory and reasonably 
simple to use. 

The list was developed by the sub- 
committee on substandard risks, head- 
ed by Gerald S. Parker, A&S secre- 
tary of Guardian Life. 





General American Women 
Dress Dolls for Needy 


More than 100 women home office 
employes of General American Life 
participated in the Salvation Army’s 
Christmas doll dressing project in St. 
Louis. 

The women volunteers designed and 
sewed outfits for the dolls, which were 


distributed throughout St. Louis as 
Christmas presents io children in 
needy families. 

Although most of the women 


dressed one doll each, Mrs. Peggy 
King, switchboard operator, dressed 
five. For Mrs. King, this was a second 
“good deed” within a short time. On 
Nov. 12, she and another switchboard 
operator, Mrs. Clara Lineback, were in- 
strumental in obtaining medical help 
for the injured older brother of an 8- 
year-old boy who dialed the company’s 
number by mistake. 


GAMC to Give Charter 
Associate Memberships 


All associate members who join 
General Agents & Managers Confer- 
ence of National Assn. of Life Under- 
writers in 1957 will be designated 
“charter associate members.” 

Eligible are those in management 
or supervisory capacities in home or 
agency offices of legal reserve life 
companies, publishing house represen- 
tatives, trust company members, or 
those connected with any other bus- 


iness organizations related in any way 
to the legal reserve life insurance bus- 
iness. They also must be im good 
standing with a member association of 
NALU and be members or associate 
members of a local GAMC unit, ac- 
cording to Donald A. Baker, executive 
director of GAMC. 

L. V. Drury, Sun Life of Canada, 
Philadelphia, vice-chairman of GAMC 
and chairman of its membership com- 
mittee, predicted that GAMC member- 
ship will pass the 6,000 mark this 
year. 
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LIFE © Benefits never 
decreased 
ACCIDENT + iam re 
AGI SS IEEE © Noncancellable 
DISABILITY with ii en 
optional HOSPITAL i ee disability 


© Choose either 2 or 
5-year benefit period 
for each disability 


© No house confine- 
ment necessary 


LIFE 


AND ACCIDENT INSURANCE COMPANY 


NEW -HAMPSHIRE 


Send for sample sales promotion kit on this new All-In-One 
Package. Write H. V. Staehle, Jr., C.L.U., Field Management 
V. Pres., United Life, 5 White St., Concord, N. H. STATES SERVED: 
Conn., Del., D. C., La., Me., Md., Mass., Mich., N. H., N. J., 
N. C., Ohio, Pa., R. I, S. C., Vt., Va. 


Estate Builder Plan 


Term Insurance 





WHAT'S YOUR WORTH? 


How good do you think you are? How much do you think you’re worth? 
Simple questions, but they reflect your attitude toward your work, the com- 
pany you are with, and most important—the job you are doing. Men who 
think big can be big—with the right opportunity. 


If you feel you have real sales ability and can prove it—if the idea of more 
money, faster advancement, and greater recognition appeals—then you should 
talk with Western Life. Excellent opportunities are now open to qualified pro- 
ducers. Write us a letter today. 
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R. B. RICHARDSON, Pres. 


LEE CANNON, Agency V.P. 


Assets over $72,000,000 « Insurance in Force over $308,000,000 
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HOME OFFICE CHANGES 





Pacific Mutual Life 


Bruce M. MacFarlane has been ap- 
pointed associate director of group 
sales, Donald E. Temple Jr. associate 
group secretary, Roger T. Hintze as- 
sistant secretary and Peter I. Roesler 
assistant director of group sales. Mr. 
MacFarlane joined the policy depart- 
ment in 1930 and transferred to the 
underwriting department in 1936 and 
the group department in 1946. He has 
been assistant supervisor of group 
sales, assistant manager of group 
sales, manager of group field service 
and assistant director of group sales. 
Mr. Temple, with the home office staff 
since 1946, became group department 
supervisor in 1950, assistant manager 
of the group underwriting division in 
1952 and assistant group secretary in 
1954. Mr. Hintze joined the claim de- 
partment in 1929, becoming assistant 
manager in 1947 and manager in 1952. 
Mr. Roesler joined the group depart- 
ment in 1946 and became manager of 
the term and casualty sales division 
in 1955. 

Frank W. Hiller has been named a 
training assistant in the agency de- 
partment. He was with Aetna in Kan- 
sas City from early 1955 until late 
1956. He is a former starting pitcher 
for the New York Yankees, Chicago 
Cubs, Cincinnati Redlegs and New 
York Giants. 


Guardian Life 


Guardian has made three official 
appointments at the home office. T. 
Robert Wilcox has been named secre- 
tary of the group department, Robert 
W. Deisler becomes coordinator of el- 
ectronic methods and procedures, and 
Robert W. McCabe has been named 
assistant agency director. 

Mr. Wilcox, who now will be respon- 
sible for the development and admin- 
istration of Guardian’s group program 
that will be inauguarated earlier this 
year, joined the company in 1955 and 
organized a research unit which was 
preparing for the company’s entrance 
into the group field. He entered in- 
surance in 1939 and has been with Pru- 
dential and Security Mutual. 

Mr. Deisler joined Guardian’s ac- 
tuarial department in 1932 and was 
promoted to supervisor of the statis- 
tical department in 1948. In 1954 he 
was assigned to study electronic data 
processing. Mr. McCabe entered in- 
surance in 1950 and joined Guardian’s 
home office staff in 1954. 


Washington National 


Washington National has made a 
number of home office executive pro- 
motions, effective Jan. 1. G. Preston 
Kendall became executive vice-presi- 
dent, in addition to continuing his du- 
ties as secretary. Mr. Kendall joined 
the company more than 25 years ago 
as a clerk in the home office and then 
went into sales in the group and in- 
dustrial field. Serving in various su- 


jin, 
po 


C. H. Kendall 





G. P. Kendall 


pervisory capacities at the home office, 
he has successively been 2nd _ vice- 
president, secretary and_ vice-presi- 
dent. He is a member of the board. 

C. H. Kendall has been promoted to 
executive vice-president. Mr. Kendall 
started with the company as an indus- 
trial agent in 1928 and has advanced to 
supervisory posts in the field and in 
the home office. He previously was 
3rd__ vice-president, 2nd _ vice-pres- 
ident and vice-president, being elect- 
ed to the company board in 1954. He 
has charge of the industrial agency 
operations for the company. 

Norris A. Pitt, promoted to vice- 
president, will take charge of home of- 
fice administrative procedures. He has 
been comptroller of the company since 
1950 and prior to that was auditor 
since 1938. He entered insurance in 
1926. He also is a company director. 

Dale M. Darland, agency supervisor 
in the teacher’s group division since 
1950, has been promoted to 3rd vice- 
president, in charge of the teacher’s 
group division and group department. 
He joined the company as group field 
representative in the western territory 


in 1938 and served as a supervisor of} 


California, Washington and Oregon 
territories before transferring to the 
home office in 1950 as group agency 
supervisor. Paul A. Jaeck has been 
promoted to assistant manager of or- 
dinary issue. He began with Washing- 
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ton National in 1948, became supervis- 
or of ordinary issue in 1952. Louise H. 
Jacobs became assistant manager of 
ordinary service. She entered insur- 
ance in 1927 as a secretary with Na- 
tional Life of U.S.A., which was later 
acquired by Washington National. 
Since 1938 she has served as super- 
visor of ordinary service. 

Marian M. Lipman has been promo- 
ted to assistant manager of Index 
(MIB). She joined Great Northern 
Life in 1925 and this company even- 
tually merged with Washington Na- 
tional. Her entire period of service has 
been in Index. She became a supervis- 
or in 1950. 


Massachusetts Mutual 


Ernest W. Furnans Jr. and William 
Lawrence have been promoted to as- 
sociate counsel. Ralston B. Stone has 
been advanced to associate personnel 
secretary, and William J. Clark has 
been promoted to assistant superin- 
tendent of agencies. Mr. Furnans 
practiced law in Boston before joining 
Massachusetts Mutual’s law depart- 
ment in 1952. 

Mr. Lawrence also practiced law in 
Boston before joining John Hancock 
in 1950. He was named an assistant 
counsel of Massachusetts Mutual in 
1952. Mr. Stone joined in 1945, becom- 
ing personnel assistant in 1950 and 
employment manager in 1953. Mr. 
Clark joined the company at Kansas 
City in 1947 and joined the home of- 
fice agency department in 1950. He 
has been assistant manager of pen- 
sion trust sales and assistant super- 
intendent of advanced underwriting 
sales. 


Bankers Security Life 


Syd J. Hughes has been appointed 
director of public relations. A former 
vice-president in charge of public re- 
lations and personnel of Industrial 
Bank of Commerce of New York, he 
previously was a reporter, editor and 
foreign correspondent for newspapers 
and press associations. He later han- 
dled advertising and promotion pro- 
grams for merchandising and service 
organizations. 


Western & Southern Life 


Edwin M. Keough, 2nd vice-pres- 
ident and superintendent of agencies 
of Western & Southern Life, has re- 
tired. Mr. Keough entered the insur- 
ance business in 1921 and in 1934 be- 
came superintendent of agencies for 
Pennsylvania Mutual Life. He became 
a director of that company in 1945 and 
president in 1947. 

He joined Western & Southern in 
1954 when the Cincinnati company re- 
insured the business of Pennsylvania 
Mutual. Mr. Keough has served since 
then as second vice-president and su- 
perintendent of agencies, division “FE,” 
the area formerly covered by Pennsyl- 
vania Mutual. He has served on many 
committees in American Life Conven- 
tion, LIAMA, Life Insurance Confer- 
ence and National Assn. of Life Under- 
writers. In his retirement, Mr. Keough 
plans to reside at Lake Worth, Fla. 


FIELD CHANGES 


Aetna Life 


Paul D. Sleeper, general agent at 
Washington for 30 years, has retired 
from active management to become 
general agent emeritus. Joseph F. Eu- 
ler, his partner for four years, has be- 
come head of the agency. Charles I. 
Maan, general agent at Jacksonville, 
has formed a partnership with Jack- 
son G. Fields, associate general agent 
since 1955. Frank H. Plaisted, general 
agent ‘at Portland, Ore., has formed a 
partnership with Rodney M. Harpster, 
former. associate general ‘agent. Mr. 
Sleeper, who is a CLU, entered the 
business at Richmond in 1923. Mr. 
Euler joined the company in 1941 and 
was assistant general agent at New- 












































ark for two years before going 
Washington as associate general age 
in ne Mr. Fields, who is a CI 
joined the company at Birmingham 
1948 and rose to assistant geney ™anaser. 
agent. Mr. Harpster joined the cog P@ny S$! 
pany in 1953 at Longview, Tex., a 
was named assistant general agent 
Portland after serving as an instruc 
in the home office training school. 


John Hancock 


as general agent; at Jones! 





Salt Lake  Cit§ trict sup 
Mr. Larsen 
tered seameened Massac 
1946 and has bot 
sales and manag et 
ment experien — - 
The new agency g /@» a 
Salt Lake will w 245 ‘y g 
temporarily | oo = 
cated at 85 Ea i been 

' 7th street, sout ince 19: 

bq The agency wil® 

fe ve about Marg 

J. W. Larsen ." to Mutual 


quarters in the Executive buildin 
Salt Lake City. 

Arthur H. Jones has been appointe 
general agent at Syracuse to succee 
Paul H. Conway, who has retired. M 
Jones joined the company at Roch 
ester, N. Y. in 1946, advancing to as 
sistant general agent. He went to 
home office as a field assistant in 
general agency department in ear 
1956. He is a CLU. Mr. Conway joine 
the company at Albany and advance 
to supervisor before going to Syracus 
as general agent. 


Continental Assurance 


4 











Ralph 
pany at 
Kenneth _ Lj vanced 1 
Warboy has bee ,. 
named genera Life of 
agent at A. Qu 
Rapids, ted fron 
for Continenté departm 
Assurance. An inf joined o 
surance man _ fd ments as 
15 years, he ¥ ing to as 
a former presi then ma 
dent of Cedaf ing depa 
Rapids Life Un Uranu 
derwriters Assn. § assistant 
K. L. Warboy * of the — 
schools. 
General American Life i. 
The following group division ap) Robert 
pointments have been made: R. Af trict mal 
Alexander has been transferred from ward G. 
the Abilene group territory to thé district 
Pittsburgh district group office. In adj ceed O. 
dition, four charted career traineeg transfer 
who have completed the home officé Mr. Pric 
portion of their training course hav@ training 
been assigned. Lloyd R. Aubrey ha§ joined tl 
been appointed to the Detroit distric# and was 
group office, Elmo R. Earls goes tj Mr. He1 
Birmingham, Jim R. Hall to Memphisf 1951 at 
and Jim G. Wright has been assigne® yamed : 
to the St. Louis district group office. } 1959. 
The company’s charted career pro 
gram is for college graduates fron§ North , 
ages 21 to 24 inclusive, and is de 
signed to cover a seven-year period. James 
s P agent at 
Business Men’s Assurance can Life 
Three branch manager and threq @ppointe 
district manager appointments hav4 fore goi 
been made by Business Men’s Assur: po. Mab 
ance. kau 
Thomas G. Johnson has been ap} ‘0 assist 
pointed branch manager at the formes Cy of Ne 
Houston district office. With B.M.Aj at Milw 
since 1950, Mr. Johnson is a graduate @ new t 
of the SMU institute and is the son of 
O. K. Johnson, branch manager at Om- Pruder 
aha. : iG : John | 
Sales Supervisor Loren V. Wilson i divi 
at Miami has become branch manage! iierix 
at that office. With the company sinct ar: Tete 
1939, he has been district superviso! joined I 
at Cape Girardeau, Mo.; before being Guilfc 
transferred to Miami in 1954. manage! 
E. Price Massey has been named Cal Pa 
manager at the Little Rock branch of- pan: in 
fice upon the retirement of Audley J. ups o 
Johnson, who had been with the com- last Pcs 1 


Mr. Massey joined 


pany for 24 years. 
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the company in 1936 as an agent and 
was appointed district supervisor in 
‘31950. Also at Little Rock, Herbert 
Hamilton. has been named. district 
manager. He has been with the com- 
Tpany since 1935 and prior to his ap- 
pointment was a district supervisor. 

Arthur Cunningham, who ‘becomes 
district manager at Ponca City, Okla., 
joined the company in 1949 and has 
been district supervisor of northeast 
Oklahoma since 1951. 

With B.M.A. since 1936, Frank D. 
Lars@ Bell has been named district manager 
4 at Jonesboro, Ark. He has been a dis- 
trict supervisor since 1950. 


Massachusetts Mutual 


% James N. Cardwell has been ap- 
pointed general agent at Davenport, 
Ia., to succeed Richard Lebuhn, who 
4 has resigned to devote his time to per- 
sonal production. Mr. Cardwell en- 
tered the business at St. Louis and 
has been associate general agent there 
‘a since 1955. 


Mutual Benefit Life 


Ralph P. Lutz has been appointed 
general agent of a new agency in Wil- 
mington, Del., lo- 
cated at 907 Ship- 
ley street. Charles 
F. Raley, manager 
of the Wilmington 
district office of 
the Baltimore 
general agency for 
27 of his 42 years 
with the company, 
has joined the 
Lutz agency. Mr. 
Lutz, in the busi- 
ness since 1950, 
joined the com- 


uildi 


pointe 





Ralph P. Lutz 
pany at Washington in 1954 and ad- 
vanced to supervisor. 


Life of Georgia 


A. Quinton Dobbs has been promo- 
ted from assistant in the investment 
department to assistant treasurer. He 
joined one of the accounting depart- 
ments as a clerk six years ago, advanc- 
ing to assistant manager, manager and 
then manager of. the general account- 
ing department. 

Uranus H. Prickett has been named 
assistant director of training in charge 
of the continuing series of training 
schools. He joined the company in 
Florida 10 years ago and has been 
* manager at Birmingham. 

Robert G. Ward has been named dis- 
trict manager at Fort Lauderdale. Ed- 
ward G. Herndon has been promoted to 
district manager. at Paducah to suc- 
ceed O. R. Booker, who has been 
transferred to Birmingham to replace 
Mr. Prickett. Mr. Ward, a home office 
training assistant for the past year, 
joined the company at Miami in 1947 
and was named staff manager in 1950. 
Mr. Herndon joined the company in 
1951 at Bowling Green, Ky., and was 
named staff manager at Paducah in 
1952. 









North American of Chicago 





James J. Smith, assistant general 
agent at South Bend for North Ameri- 
can Life since last February, has been 

thre appointed agency manager there. Be- 
hava fore going to South Bend, Mr. Smith 
\ssur- Was with Aetna Life at New York City. 
Donald J. Holler has been promoted 
1 ap} to assistant manager of the Voss. agen- 
yrmett cy of North American Life of Chicago 
M.A} at Milwaukee. He will be in charge of 
duatee 4 new brokerage department. 
on of z 
Om Prudential 
Filson John P. Schneider has been appoint- 
nagel ed division manager_of Prudential’s 
since Downriver agency. at Detroit, a branch 
visot of Detroit’s Motor City agency. He 
neing joined Prudential in 1952 at Detroit. 

Guilford H. Bell has been appointed 

amed manager of a new _ agency at Ukiah, 
h of-| Cal. for Prudential. He joined the com- 
ey J) Pany in. 1954 at San Francisco and 
com-] Was promoted to division manager 
ined last August. 





Lincoln National Life 


Appointment of four general agents 
has been announced by Lincoln Na- 
tional Life. 

Richard W. Johnson has been named 
co-general agent at the Ulrich agency 





William T. Graham 


Richard W. Johnson 


in Oakland, Cal. The agency will be 
renamed the Ulrich-Johnson agency. 
Mr. Johnson entered insurance with 
the agency in 1951 as an agent in 





Charles M. Ganster Hoyt W. Torras 


Santa Rosa. In 1954 he became agency 
supervisor in Oakland and a year later 
was made assistant general agent. He 
has completed LUTC courses and at- 
tended the Purdue institute. 

William T. Graham, in insurance for 
14 years, has been appointed to 
Charleston, W. Va. Joining Lincoln 
National in 1953, he became supervisor 
of the Seibert agency of Martinsburg, 
W. Va. 

Hoyt W. Torras will succeed the 
late W. F. Yates Jr. at Raleigh, N. C. 
Mr. Torras entered insurance in 1946, 
concentrating on A&sS, and later joined 
the Fraser agency of Atlanta. He sub- 
sequently managed the life depart- 
ment of a large Atlanta brokerage 
company and rejoined the Fraser 
agency aS agency supervisor. 

Formerly a general agent at Pitts- 
burgh, Charles M. Ganster has been 
named co-general agent at the re- 
named Mecke-Ganster agency in San 
Diego. Mr. Ganster entered insurance 
as an agent. prior to World War II. 
After 4% years in the army, he re- 
turned as a supervisor in Los An- 
geles until 1950 when he went to 
Pittsburgh. 


Travelers 


James L. Brindle has been named 
manager of a city mortgage loan de- 
partment newly established in the 
Denver branch. Denver city loans have 
been serviced through the Kansas City 
branch. Mr. Brindle joined the com- 
pany at Cleveland in 1941 and, after 
army service, was transferred to the 
mortgage loan department. He was 
named manager in 1950 and went to 
Denver in the same capacity in 1955. 


Washington National 


Alfeo De Luca has been appointed 
general agent at Clifton, N. J., with 
offices at 318 Clifton avenue. Mr. De 
Luca, in insurance for 22 years, joined 
Washington National in 1953 as asso- 
ciate general agent at Newark. He is 
a CLU. 

Jefferson Standard 

Victor Braegger Sr., general agent 

since 1924 at San Juan, Puerto Rico, 


has retired as head of the agency but 
will continue in personal production. 


The agency has been given branch of- | 


fice status, and Victor Braegger Jr. 
has been named manager. He has been 
with his father’s agency since 1949. 


Continental American Life 
Marvin Lipman has been appointed 


general agent at Miami with offices at 
1033 S. W. First street. Before joining 
Continental, he was in insurance for 
10 years in New York City. 


Paul Revere 


Frank V. Maner 
has been appoint- 
ed southern re- 
gional superinten- 
dent, heading the 
newly established 
southern sales re- 
gion. He had been 
agency director of 
Pyramid Life of 
Charlotte before 
joining Paul Re- 
vere. 





F. V. Maner 


Occidental Life of Cal. 


Anthony C. Tomalonis has been ap- 
pointed brokerage manager at Balti- 
more. He was an agent for Metropoli- 
tan Life for six years before joining 
Occidental. 


American United Life 


Gerald Dauble, with the American 
United Life at Evansville, Ind., for the 
past three months, has been promoted 
to southwestern Indiana regional su- 
pervisor. He has been in the life busi- 
ness for five years. 

New agency manager for American 
United Life at Lansing, Mich., is Stew- 
art L. Crandell. He has been in insur- 
ance for four years. 

Donald A. Kellin, group sales promo- 
tion manager at American United Life 
home office, has joined the company’s 
Indianapolis agency. 


RECORDS 





MANHATTAN LIFE—Ordinary 
sales in November, superintendents of 
agencies month, totaled $21,305,062, ex- 
ceeding by $2,136,030 the 1-month re- 
cord set last April, president’s month. 
The November total, including group, 
was $29,522,122. The Grosten agency in 
Los Angeles, which sold $2 million of 
ordinary, led nationally in ordinary 
and group and was first in agency di- 
vision 1 of the campaign. Alfred 
Schlesinger of the agency, led the 
company and the western division in 
ordinary volume. Mrs. Anne Frimkess, 
also of the agency, led nationally in 
group life volume. William S. Di Fabio, 
Portland, Ore., led the company and 
the western division in lives. 

Steinberg agency of Massachusetts Mutual in 
Jamaica, N. Y.—Sales in 1956 exceeded $6.3 
million, up 40%. Average policy size was $20,- 
125 and average life was $25,000. 








Nationwide Life Now 
Has $1 Billion in Force 


Nationwide Life on Dec. 27 passed 
the $1 billion of insurance in force 
mark and now claims to be the fifth 
life company in the history of the in- 
dustry to attain the $1 billion mark 
in a quarter century or less. The new 
in force total represents a net gain of 
more than $150 million in the past 
year. Nationwide Life is a subsidiary 
of Nationwide Corp. with home offices 
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COATES, HERFURTH & “ee eg & CO. 
onsulting Actuaries 
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CONSULTING ACTUARIES Insurance Accountants 
San Francisco Denver Los Angeles 332 S. ee hag ‘Abesh aa 4, Ii. 
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ALVIN BORCHARDT & COMPANY 
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Haight, Davis’ & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
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CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 








NEW YORK 


Consulting Actuaries 
Auditors and Accountants 








Wolfe, Corcoran & Linder 
; 116 John Street, New York, N. Y. 
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Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.1.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kelly 
M. A. Moscovitch, A.S.A. D. W. Sneed 
A. E. Selwood * 
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Brown Hits Premium Payment Test 


(CONTINUED FROM PAGE 1°) 





the economic well-being of small bus- 
iness concerns and have devoted a 
great deal of time and study to devis- 
ing ways and means of preventing 
their destruction or their absorption 
by larger enterprises. Apropos of this, 
in its final report to the 18st Congress 
(Report No. 46), the Senate special 
committee to study the problems of 
American small business stated the 
following very significant and perti- 
nent conclusion: “It is the combined 
pressure of the income and estate tax 
structure which forces independent 
owners of business of this size to sell 
out to larger companies. The Treasury 


‘WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
175 W. Jackson Bivd. Individuals placing ads are 
requested to make payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 














LIFE 
MANAGER 


One of the nation's largest and strongest 
stock property and casualty groups is or- 
ganizing a life insurance company. 

We are seeking a well-qualified man to 
join the Home Office staff in charge of 
this operation. We prefer a man with ex- 
perience as manager or assistant manager 
of the brokerage department of a large 
Life company. A successful background in- 
volving the solicitation of business from 
general lines agents and recruiting and 
training life agents is essential. 

This represents an outstanding opportunity 
for the right man. If qualified, please send 
complete résumé in confidence to Box R-95, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








GENERAL COUNSEL OPPORTUNITY 


A southeastern multiple-line company with 
more than a billion dollars of life insurance 
in force is interested in a quaified man for 
becoming General Counsel. Will be lo- 
cated in home office town. 

Written replies with full details as to edu- 
cation and experience will be treated in a 
confidential manner. 


Reply Box R-87 
National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago, Illinois 








ASSISTANT ACTUARY 


Do you want to live and grow in the Pacific 
Northwest? 

We desire a young man with technical knowl- 
edge and with executive ability. An excellent 
opportunity for an associate or advanced stu- 
dent with some experience. 

Salary witli depend upon prof 
and experience. 

Write to Phillip Soth 
FARMERS NEW WORLD 

LIFE INSURANCE COMPANY 
618 Second Avenue 

Seattle 4, Washington 


| standing 











WANTED 

A well-established South Carolina Life Insurance 
Company has an opening for an experienced 
and aggressive Vice President and Director of 
Sales. Company plans extensive program. Op- 
portunities unlimited. Your future depends on 
what you want it to be. Write Box R-98, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ili. 








UNDERWRITER 
Company looking for two trained home office 
underwriters. One opening calls for minimum 
of five years experience; the other, two years 
experience. Good employe benefits, includin 
retirement plan, life insurance, hospital an 
surgical coverages. Salary open. Send resume to 
Knights Columbus, Att: Personne! Director, 
71 Meadow Street, New Haven, Conn. 











forces these mergers and the Federal 
Trade Commission complains about 
them and seeks to set up a legal 
barrier.” 

To ameliorate the hurtful effect of 
the estate tax “pressure” thus found 
to exist, the Senate committee recom- 
mended the elimination of the pre- 
mium payment test and gave the fol- 
lowing reason for this recommenda- 
tion: 

“Removal of this discrimination 
against one type of property, life in- 
surance, would facilitate putting the 
heirs of owners of independent busi- 
nesses in a position to meet the estate 
tax obligations and to carry the busi- 
ness free of extraordinary obligations.” 


The Treasury’s proposal would to a 
large degree restore in the field of es- 
tate taxation the adverse economic 
pressure on small business referred to 
above. Accordingly, we believe that it 
would have a marked tendency to 
bring about the extinction of many 
small business enterprises and the ac- 
companying loss of income tax reve- 
nue obtained from them and their 
owners and employes. Moreover, their 
proposal would, in all probability, pro- 
duce only an insignificant amount of 
additional estate taxes. Indeed, we 
think it extremely likely that any re- 
sulting gain in estate tax revenue 
would be much more than offset by 
the loss in income tax revenue which 
I have mentioned. Thus, we are con- 
vinced that the Treasury’s proposal is 
both socially and economically unre- 
alistic and unsound. 

It also seems to us that the Treas- 
ury’s proposal runs completely coun- 
ter to the administration’s frequently 
expressed determination to preserve 
small business as a basic and indis- 
pensable factor in the national econ- 
omy. In this connection, we wish to 
point out that in a progress report 
dated Aug. 7, 1956, made by the Presi- 
dent’s cabinet committee on small 
business, that committee confirmed 
the finding made by the above-men- 
tioned Senate small business commit- 
tee that “the need to pay a heavy es- 
tate tax at times leads to the disrup- 
tion of the management, control and 
operation of a small business” and is 
“a contributing cause of numerous 
mergers.” In a measure of needed re- 
lief, the cabinet committee then rec- 
ommended new legislation to permit 
small business taxpayers to pay the 
estate tax in installments over a 10- 
year period. 


Thus, we find, on the one hand, one 
government agency recognizing the 
need for and recommending legisla- 
tion in the estate tax field to give fur- 
ther relief to the small business man 
and, on the other hand, another 
agency calling for legislation that 
would make his plight all the more 
acute. As a result, it would seem to us, 
and we think also to the small busi- 
ness interests in America, that the 
government will shortly find that it 
has undertaken the impossible task of 
trying to ride the same horse in op- 
posite directions. 

Incidentally, if we seem to have sin- 
gled out the Treasury for particular 
mention in connection with the ques- 
tion of restoring the premium pay- 
ment test, it is only because the pro- 
posal that you are now studying comes 
from that agency. We have good rea- 
son to believe that a number of Rep- 
resentatives and Senators are also de- 
sirous of having the premium payment 





test restored, at least to the extent 
recommended by the Treasury. 

Inasmuch as it can be assumed be- 
yond question that none of these Con- 
gressmen would knowingly advocate 
legislation detrimental to the welfare 
of small business, we trust that what 
has been said in this statement, when 
called to their attention, will convince 
them of the error of their position. 

To summarize, therefore, we urge 
that your subcommittee reject the 
Treasury’s proposal to restore the pre- 
mium payment test on the grounds 
that it is discriminatory in concept, 
constitutionally indefensible, and det- 
rimental to the small business inter- 
ests of our country and the over-all 
national economy. 





See Life Benefits, Capital 
Climbing to $12 Billion 


(CONTINUED FROM PAGE 1) 
basis will have passed the $8,000 level, 
compared with $3,200 in 1945. 

Premiums represent an important 
and growing part of the country’s sav- 
ings. Savings comprise one of the 
greatest needs of today, as the demand 
for capital funds continues to grow 
beyond the availability of new capi- 
tal. Continued expansion during 1957 
of life insurance funds available for 
investment thus takes on special sig- 
nificance toward eliminating the prob- 
lem of tight money. Money will cease 
to be tight as soon as enough savings 
are available to meet the needs of 
business and industry. 

During the coming year, according 
to the present outlook as reflected in 
life companies’ budget and plan books, 
there should be as much life insur- 
ance money available for mortgage 
financing as in 1956. More life insur- 
ance funds should be available for fi- 
nancing business and industry. 

The new year will see continued ad- 
vances toward effective use of auto- 
mation in life companies’ offices and 
in business generally, Mr. Johnson be- 
lieves. This trend will add to increased 
productivity, the establishment of new 
jobs and the continued meeting of the 
vast social and economic changes be- 
ing encountered these days. 





La. Welfare Dept. Loses 
$20,000 in Group Switch 


(CONTINUED FROM PAGE 1) 
$1,000 of insurance, of which the em- 
ploye contributes 27 cents. and the 
state 64 cents. Under the previous 
contract the average total rate was 94 
cents per $1,000, the employe paying 
30 cents and the state 64 cents. 

As in the old policy, the welfare 
department will receive all the divi- 
dends, which neither insurance com- 
pany can estimate in advance. 

According to welfare department 
records, the Union Central policy first 
became effective Aug. 1, 1953, the to- 
tal premium coming to $45,269.46 and 
the dividends amounting to $29,375.49. 
The state’s contribution to the premi- 
um was $25,929.46, or a net gain of 
$3,446.48 to the department. 


The next year, 1954-55, the state 
paid a total of $6,127.71 after the divi- 
dend was deducted from its share of 
the premium and in 1955-56 the state, 
paying on an additional policy, paid 
out a total of $23,538.80 for the insur- 
ance after deducting dividends. 

Total dividends realized by the wei- 
fare department from Union Central 
came to $90,901.34. 

Mr. Smither said that if the agent 
who wrote the new policy collected 
the usual commission, it would cost 








Bankers National 
Promotes Brundage;| 
14 Other Changes 


Bankers National Life has made 
these promotions and appointments: 

John D. Brundage, administrative 
vice-president since 1955, has beer 
elected executive vice-president. 

Elmer H. Hardebeck, vice-presiden: 
and actuary since 1955, was advanced) 
to vice-president and chief actuary. 

B. Hollon Smith, vice-president- 
bond department, was promoted to fi- 
nancial vice-president. 

John McAlexander, 2nd vice-presi- 
dent and claims manager since 1955, 
was promoted to _ vice-president- 
claims. 

Carl W. Huber, underwriting secre- 
tary, was advanced to vice-president- 
underwriting. 

Charles A. Bell was promoted from 
assistant secretary to secretary. 

Edgar J. Blume, assistant secretary 
and associate actuary since 1955, was 
promoted to actuary. 

William F. Good, assistant director 
of agency development since 1955, 
was advanced to director of agency 
development. 

H. Carlyle Freeman, vice-president- 
agency development since 1955, was 
named _ vice-president-eastern agen-) 
cies. : 

e e a 

Other appointments were R. Donald 
Quackenbush as director of group’ 
sales, Robert W. Shepard as assistant 
treasurer, Seymour Rubenstein as 
group actuarial assistant, Howard T. 
Cohn as life actuarial assistant, and 
Fred W. Dathe and Arthur W. Whalen 
as assistant secretaries in the under- 
writing department. 

Mr. Brundage first joined the com- 
pany in 1945 as agency assistant. The 
following year, he joined Mutual 
Benefit Life as sales promotion man-_ 
ager and later served as regional su- 
perintendent of agencies, director of 
agencies and manager at New York. 
He rejoined Bankers National in 1953 
as assistant to the president. 

Mr. Hardebeck joined Bankers Na- 
tional of Denver in 1927 and became 
associate actuary of the Montclair > 
company after it was merged with the 
Colorado and Florida companies. He 
became actuary and assistant secre- / 
tary in 1931. 





the state about another $20,000 in re- 
duced.-dividends the first year. 

Mr. Clifford replied that he wrcte 
the new policy himself and that as 
president of the new company he was 
not taking any commission on the 
transaction. 

With respect to the new law for- 
bidding the state to pay more than 
50% on any group insurance policy, it 
reads: “... No. reductions of state 
contributions are to be made on con- 
tracts heretofore written and contin- 
ued in force. ...” 

Last Oct. 23 George M. Ponder, first 
assistant attorney general, held “it is 
immaterial which company or compa- 
nies are designated” and that the pur- 
pose of the law “was to allow previous 
insurance contracts to continue under 
the same terms as existed at the time 
of the act’s passage.” 

The act in question was authored 
by Sen. De Blieux of East Baton 
Rouge parish and was passed by the 
1956 legislature in its regular session. 

Sen. De Blieux says it was his in- 
tention the 50% provision would not 
apply as long as the premium rate did 
not go up. when insurers’ were 
changed. 
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WIDOWS WILL HAVE 
A NAME FOR IT! 





Occidental now offers another attractive plan for 
the man who wants to extract every bit of “right 
now” protection he can from his premium dollar. 


This is our new $30 a month Family Income rider. 
Issued for any income period of 10 to 50 years; 
added to any level amount base policy—including 
Term plans—that continues or renews throughout 
the selected income period; full amount then in 
force convertible any time before anniversary near- 
est age 65. 

Add $300-a-month for 30 years to $10,000 of Term 
to 65 on a man age 35 and he starts out with $81,- 
130.00 of protection for less than $10.14 a week 
(annual basis). Maximum potential payments: 
$118,000! 

We call this Triple Family Income but the widow 
will call it che most thoughtful investment her hus- 
band ever made. 


“A Stav in the West...°* 


cidental 
Life um 







HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 















ecurity, with Equitable Life of Iowa, begins at home. 
Thus for the past 19 years, the Company has provided 
its career field underwriters with generous benefit plans for 
the greater security of their families and themselves. These 
plans, detailed in this booklet recently distributed to its 
field force, provide complete coverage of accident and sick- 
ness, hospital, hospital-medical, surgical and major med- 
. ical expense, and death. In addition, 
fi career agents are assured continuing income 
after reaching retirement age. 






LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN OES MOINES 
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ACROSS THE NATION 


= 


The experience and resources of the Sun Life of Canada are 
readily available in communities throughout North America 
to those seeking individual or family security through the sure 
way of life insurance. 

Branch offices in 41 states, the District of Columbia and 
Hawaii, and from coast to coast in Canada. 


Insurance in force—$61% billion. 


SUN LIFE ASSURANCE COMPANY 
wewewes OF CANADA «SP PRthe 
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YOUR 
FOREIGN PROBLEMS 


ARE OUR 
“DOMESTIC” CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 


825-827 Washington Street, Wilmington, Delaware 
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1. Audio-Visual has proved itself te be the 
greatest sales power ever to come to Life 
Insurance. 


It makes Life Imsuranee attractive, dramatic, 
fascinating, instead of the cold, dry statis- 
tical wet blanket that even she best personal 
salesmanship presents. 


Audio-Visual will close countless billions of 
business that would not otherwise be writ- 
ten. It will take Life Insurance into heights 
never before dreamed of. 


2. Being fundameatally different, it doesn’t 
stop with selling. It is equally great as a 
recruiter. 


It attracts wide awake salespeople who want 
to be with a company that uses this up-to- 
the-minute sales tool. 


They see possibilities of a million-a-year 
business where the machine takes the heavy 
load off the salesperson’s shoulders, and does 
the job better than any human being can 
do it. 


Life Insurance 
Sales 














30% 





3. Audio-Visual doesn’t sell and recruit and 
then stop. It trains your salespeople. 


They can’t run your program without learn- 
ing how fo sell the way you want your In- 
surance sold, aad everything your salesper- 
son says must conform to what you, the 
executive, say by audio-visual. It stabilizes 
their work. 


4. This new method opens the way for 
women to sell for you. 


They have never understood the tedious 
technicalities of Life Insurance. Now they 
don’t need them. The machine makes the 
presentation, and women can handle it. One 
woman said, “Why, it’s lighter than my 
golf bag.” 


If Audio-Visual (Sound Slide-film) offered 
you nething but the possibilities of adding 
women to your sales staff it would be a rich 
addition to your resources. 












This is the most important Life Insurance development 
that has ever been brought to your attention. Ask for 
complete information. 


0. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CAnal 6-4914 Chicago 7, Ill. 






























